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By ROBERT B. MITCHELL 


MONTREAL—The big news at this 
annual meeting of LIAMA was the 
bnnouncement of a joint research 
project on consumer attitudes, fi- 





OFFICERS ELECTED 
President—Raymond C. Johnson, 
vice-president in charge of marketing, 
New York Life. 

New Board Members—Micou fF. 
Browne, executive vice-president Oc- 
\idental of North Carolina; Charles G. 
Heitzeberg, vice-president in charge 
of agencies Mutual Benefit Life; Wil- 
lam P. Lynch, vice-president Pruden- 
tial; J. B. Pryde, director of agencies, 
Imperial Life of Canada. 











ced by LIAMA and Life Under- 
writer Training Council and costing 
me $200,000. 


The survey, said Managing Direc- 


tor J. Harry Wood in his keynote ad- 
dress Tuesday, is already under way. 


The field interview, together with the 





R. C. Johnson 
coding of replies, will cost $100,000. 


J. H. Wood 


LUTC is having this done by the 
Crossley Research organization and is 
paying for this part of the expense. 

The other $100,000 of cost, which is 





[IAMA-LUTC To Make $200,000 
Survey Of Consumer Attitudes 


being met by LIAMA, consists of: pre- 
paring the survey, supervising, analy- 
sis, writing and printing of the re- 
ports. Reports will be the joint prop- 
erty of LIAMA and LUTC. The major 
report should be ready about the mid- 
dle of 1960, said Mr. Wood. 

As to why the study is being un- 
dertaken and what can be learned 
from it, Mr. Wood recalled that a pi- 
lot study was released about a year 
ago called “The Public Looks at Life 
Insurance.” 

“It was one of the most interesting, 


informative studies we have ever 
done,” said Mr. Wood, “and cer- 
tainly it was the most popular 


as well as significant to people out- 
side the industry. I hasten to say that 
we can only expect a little increase in 
our knowledge of this broad area 
(CONTINUED ON PAGE 24) 

















w Natl. To Write 


nividual A&S Cover 
beginning Jan. 7 


Individual A&S will be written by 
orthwestern National Life, effective 
an. 1. The company has been writing 
up A&S for 12 years. 

The coverage will be offered on a 
on-cancellable, guaranteed renewable 
is, and in addition to basic loss of 
come protection, major medical for 
en, womenand families will be 
vailable. Surgical expenses, accident 
edical reimbursement and _ hospital 
demnity benefits will be written as 


Northwestern National will also of- 
fer an A&S plan for young executives 
r professional men. 


Mutual Of New York Plans 


lo Raise Interest Rates 

Mutual of New York trustees have 
tatively approved a rise from 314% 
34% in the 1960 interest rate on 
cipating supplementary contracts 
_ 3% % to 3.3% on dividend de- 













The trustees also gave tentative ap- 
val to setting aside $46,700,000 for 
dend payments in 1960. The total is 
§million more than 1959 payments, 
the difference is due largely to the 
ter amount of insurance in force 
to the increase in the interest rate 
be paid on funds deposited with the 
mpany, 


National Fidelity Life’s fall sales 
Paign amounted to $8,512,610, with 
“and A&S production almost equal- 
divided, The campaign was in honor 
Agency Vice-president Bennett Tay- 
Who goes into semi-retirement Jan. 
23 years of service. 





To Renew Effort To 
Let Life Companies 
Own Other Insurers 


NEW YORK—Efforts to get the New 
York insurance law amended so as to 
permit life companies to own fire and 
casualty insurers will be the subject 
of hearings after the first of the year 
by the joint legislative committee on 
insurance rates and regulation, accord- 
ing to reliable sources. The committee 
is headed by Sen. Condon of Yonkers. 

Several years ago, when Connecticut 
General Life wanted to buy control of 
National Fire of Hartford, the New 
York attorney-general ruled that the 
New York law would not permit this 
because Connecticut General was re- 
quired by the law to comply in sub- 
stance with restrictions imposed on 
domestic life companies, which are not 
permitted to own non-life insurers. 


Dropped Purchase Project 


If Connecticut General had gone 
ahead with the purchase, it would 
have endangered its right to do busi- 
ness in New York, so it dropped the 
project. 

In the last few years, as more and 
more fire and casualty insurers bought 
or formed life companies, many life 
companies felt they should keep things 
even by buying or forming general 
lines insurers. Most of the bigger life 
companies looked into the legal angles 
but finally decided there was nothing 
they could do in that direction while 
the law was the way it was. 

The theory behind permitting fire- 
casualty insurers to own life com- 
panies but prohibiting life comanies 
from owning general insurers is that a 
life company’s long-range solvency is 
not affected by the solvency of a 
company that might own a majority 
of its stock, but a life company having 


a fire or casualty company as part of 
its assets might be hurt by insolvency 
of a_ subsidiary insurer. However, 
those who take issue with this theory 
point out that for a sizable life com- 
pany the stock of a fire or casualty 
(CONTINUED ON PAGE 35) 


Ill. Life Agents 
Eye Sales Methods 
At Midyear Rally 


Resolution In Making 
Protesting Certain 
‘Fantastic’ Presentations 


By WILLIAM H. FALTYSEK 


PEORIA—Terming some of the sales 
practices of the new life companies in 
Illinois as “fantastic,” Illinois Assn. 
of Life Underwriters at its midyear 
meeting here last week got up on its 
hind legs and gave vent to its feelings. 
The association is drafting a resolu- 
tion to send to Director Gerber which 
will state its thinking and recommen- 
dations in the matter. 

At the legislative committee meet- 
ing, denouncements flew thick and 
fast—all to the effect that some of the 
sales presentations being made by 
agents of the new companies are 
leading prospects down the garden 
path, so to speak. The Rockford asso- 

(CONTINUED ON PAGE 29) 

Sixteen Franklin Life agents attend- 
ed the pioneer session of the Florida 
training school at Miami. 








Three of the LIAMA “old guard”: 
J. C. Higdon, president of Business 


Men’s Assurance, and of American 
Life Convention and a former member 
of the LIAMA board; R. E. Irish, 
immediate past president of ALC and 
a former chairman of Life Insurance 
Sales Research Bureau, predecessor 


of LIAMA, and Frank Maher, vice- 
president of John Hancock and im- 
mediate past president of LIAMA. 





Sayre McLeod, vice-president of 
Prudential, Raymond C. Johnson, New 
York Life’s vice-president in charge of 
marketing, and new LIAMA president, 
and Howard Conley, 2nd vice-presi- 
dent of New York Life. 


Photos From LIAMA’s Montreal Annual 





3rd_ vice-president 


Earl Trangmar, 
of Metropolitan Life, Robert Templin, 
director of agencies of Northwestern 


Mutual, and John H. Evans, vice- 
president—sales of Home Life of New 
York. 





Paul Light, regional vice-president 
of Pan-American Life, Helen Bassano of . 
the LIAMA staff, and Kenneth Hamer, 
senior vice-president of Pan-American 
Life. 
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Field-Home Office 
Relationship Called For NAIC Winter Parley 


Most Critical Area 


Frerichs, In Presidential 
Address At LIAMA Meeting, 
Says ‘Agents Apprehensive’ 


“One of the most critical areas to- 
day in our whole distribution system 
is the relationship between the home 
office and the field,’ E. A. Frerichs, 
president of LIAMA and vice-presi- 
dent and agency director of Security 
Mutual Life of Nebraska, told the 
LIAMA annual meeting in Montreal. 

“Today I believe our field represen- 
tatives are apprehensive,” he said. 
“They are concerned about the effect 
new coverages and policies will have 
on the programs and plans they have 
recommended in good conscience to 
their clients. They are concerned about 
the competition from other types of 
investments that are attracting wide 
publicity. Perhaps most of all they 
are concerned that we will understand 
their problems and see that their side 
of the story receives an impartial 
hearing.” 


Can’t Avoid Leadership Role 


Mr. Frerichs warned that compa- 
nies cannot avoid the responsibilities 
of leadership in this area. 

“The replacement of insurance, for 
example,” he said, “has been a mat- 
ter of grave concern to your compa- 
nies and to your board of directors. 
We do feel that a return to the basic 
fundamentals of life insurance, stress- 
ing both savings and protection, is es- 
sential. 

“I believe that if life insurance is 
to fulfill the noble role for which it 
was invented originally, we must not 
permit it to become diluted for ex- 
pediency, for growth’s sake alone, or 
for any other selfish motive. I be- 
lieve this, not because it is the party 
line, not because it is profitable to 
our companies, not because it repre- 
sents the vested interest of our field 
forces. I believe this for the simple 
reason that only through the miracle 
of life insurance can the average man 
solve the economic problems that face 
him.” 

The problems of life and living 
which brought on the invention of life 
insurance are greater and more press- 
ing than ever, Mr. Frerichs said, and 
life insurance alone stands as the 
only practical solution for most men. 

“These recent years with their many 
new developments are provocative and 
puzzling, but they can be thrilling, 
too,” he said. “I am confident we will 
meet their challenge and that the end 
result will be a tremendous new 
growth in personal life insurance, 
sparked by a desire to serve the best 
interests of policy owner, agent and 
company.” 


U. S. Life Withdraws 


Minimum Deposit Plans 


United States Life has withdrawn its 
minimum deposit plans: life paid-up at 
90 (executive series and participating) 
and the participating 10 pay life. 

The company also increased .the in- 
terest applicable to premiums paid in 
advance from 3% to 4% and introduced 
a liberalized rate schedule for under- 
writing risks abroad. 





AkeNATIGNAL UNDERWRITER 


Hour-By-Hour Schedule 


The hour-by-hour agenda has been 
prepared for the winter meeting of 
National Assn. of Insurance Commis- 
sioners at Miami Beach Nov. 30-Dec. 4. 
Of the 33 subcommittee. committee 
and plenary sessions, those of most 
interest to life insurance people are 
listed below. The titles of the com- 
mittees and subcommittees are fol- 
lowed by the name of the chairman 
and the agenda, if any. 


Monday, Nov. 30 

9-10 a.m.: Credit Life and Credit A&H Mod- 
el Bill Legislation subcommittee, Gerber, Illi- 
nois. 

9-10 a.m.: Industrial Mortality Table Study 
subcommittee, Thacher, New York—Progress 
report from industry committee. 

10-11 a.m.: Anti-twisting Laws and Problems 
subcommittee, Gerber, Illinois. 

10-11 a.m.: Organization, Ownership, and 
Certification of Insurance Companies subcom- 
mittee, Rinehart, Alabama. 

11-12 a.m.: Standardization of Blue Cross and 
Blue Shield Regulations subcommittee, Thach- 
er, New York—Status of studies of non-profit 
hospital and medical plans. 

1:30-3:30 p.m.: Operations of Executive Sec- 
retary’s Office subcommittee, Gerber, Illinois. 

2:30-3:30 p.m.: Regulation of Advertising 
subcomnittee, Grubbs, Nebraska—Suggested 
model bill; problems inherent in regulation of 
advertisements. 

3:30-4:30 p.m.: Minimum Group Life Insur- 
ance Rates subcommittee, Smith, Pennsylvania. 

3:30-4:30 p.m.: State Insurance Laws-Review 
and Study subcommittee, Pearson, West Vir- 


ginia. 

4:30-5:30 p.m.: Life and Accident & Health 
Blank subcommittee, W. Harold Bittel, New 
Jersey—Proposed state business page. 

4:30-5:30 p.m.: Variable Annuities and Pen- 
sion Plan Funding subcommittee, Gerber, Il- 
linois. 

Tuesday, Dec. 1 

9-10:15 a.m.: Valuation of Securities commit- 
tee, Sullivan, Washington—Valuation of Se- 
curities subcommittee report. 

10:30-12:00 a.m.: Plenary session, 
Nevada. 

Tuesday afternoon: No meetings scheduled, 
publication of reports. 

Wednesday, Dec. 2 

9-10:15 a.m., Blanks committee, Howell, New 
Jersey—Life ‘and Accident & Health Blank 
subcomnittee report; Title and Mortgage 
Guaranty Blank subcommittee report. 

9-10:15 a.m.: Insurance Covering Installment 
Sales & Loans committee, Larson, Florida—In- 
surance Problems in Connection with Install- 
ment Sales & Loans subcommittee report; 
Credit Life and Credit Accident & Health 
Model Bill Legislation subcommittee report. 

10:30-12 a.m.: Life Insurance committee, Leg- 
gett, Missouri—Variable Annuities and Pension 
Plan Funding subcommittee report; To Study 
Use and Application of Minimum Group Life 
Insurance Rates Under State Law subcommit- 
tee report; Industrial Mortality Table Study 
subcommittee report; To Study Anti-Twisting 
Laws and Problems subcommittee report; 
status report on new mortality tables legisla- 
tion; proposed amendments to the standard 
non-forfeiture law and the standard valuation 


Hammel, 


law. 
2:30-3:30 p.m.: Accident and Health commit- 
tee, Hayes, Louisiana—Regulation of Advertis- 


Pacific Mutual Opens 


New Arizona Headquarters 


The new Arizona headquarters has 
been opened in Phoenix by Pacific 
Mutual. The building will house the 
group, mortgage loan and_ district 
claims offices as well as the new 
Heying agency. 

Company officials, including Chair- 
man Asa V. Cail and President T. S. 
Burnett, attended a reception for 200 
Phoenix business and civic leaders to 
mark the opening of the office. 

North Carolina Mutual Welcomes 
Visitors From Guinea Republic 

President and Mrs. Sekou Toure of 
the Republic of Guinea and their party 
were guests of honor at North Caro- 
lina Mutual’s home office. Following 
a tour of the building, the program 
featured a key to the city presentation 
by Durham’s Mayor Evans, and a talk 
by Asa T. Spaulding, president North 
Carolina Mutual. The American offi- 
cial party included John H. Morrow, 
ambassador to the Republic, and Ro- 
bert F. Corrigan, State Department 
deputy chief of protocol. 





ing subcommittee report; Definition of ‘“‘Non- 
Cancellable Insurance” and ‘Guaranteed Re- 
newable Insurance”? subcommittee report; uni- 
form individual A&S policy provisions law 
cancellation provision (Delaware). 

2:30-3:30 p.m.: Examinations committee, Sul- 
livan, Washington—Examination Manual Revi- 
sion subcommittee report; Uniform Exami- 
nation Program for Employe Welfare Funds 
subcommittee report. 

3:45-5 p.m.: Preservation of State Regulation 
committee, Knowlton, New Hampshire, and 
Federal Liaison committee, McConnell, Cali- 
fornia—Report of previous meetings; review of 
status of Senate hearings; consideration of fu- 
ture activities. 

Thursday, Dec. 3 


9-10:15 a.m.: Laws and Legislation committee, 
Gerber, Illinois—Organization, Ownership and 
Certification of Insurance Companies subcom- 
mittee report; To Study and Review State In- 
surance Laws subcommittee report; to Study 
and Review the Principle of Extra-territorial- 
ity of State Laws subcommittee report. 

9-10:15 a.m.: Non-Profit Hospital and Medi- 
cal Service Associations committee, Smith, 
Pennsylvania—Problems of Reimbursement 
Formula Between Hospitals and Service Asso- 
ciations subcommittee report; To Study Greater 
Standardization of Blue Cross and Blue Shield 
Regulations subcommittee report; uniform in- 
dividual A&S policy provisions law—other in- 
surance provision and overlapping hospitali- 
zation benefits (Maine). 

2:30-4 p.m.: Executive committee, Parker, 
Virginia—To Study Future Sites for NAIC 
Meetings subcommittee report; To Study Op- 
erations of the Executive Secretary’s Office 
subcommittee; Blanks committee report; Pres- 
ervation of State Regulation committee re- 
port; NAIC membership; executive secre- 
tary’s report. 

Friday, Dec. 4 

9-11 a.m.: Final plenary session, 

Nevada. 


Texas Court Makes 
Progress In Two 


Settlement Cases 

AUSTIN—Two actions taken in the 
court of District Judge Jack Roberts 
here indicate progress in the settle- 
ment of two Texas life companies now 
in the hands of State Liquidator C. H. 
Langdeau. 

Settlements have been reached with 
four major directors of Physicians 
L.&A., Dallas, said to involve about 
$300,000. The directors were F. O. 
Masten, Dallas Parnell, R. A. Stuart 
and George McGee, with the settle- 
ments calling for the surrender of 
shares of stock. It also was announced 
that former Gov. Coke Stevenson, 
president of Physicians, had surren- 
dered his remaining shares. 

In the other action, judgment was 
issued against John McCarty, former 
president of Estate Life of Amarillo, 
for a total of $379,280 under a contract 
to buy stock. This was described by 
Mr. Langdeau as a test case for fur- 
ther action on more than 100 persons 
who had signed similar contracts to 
buy stock. Mr. McCarty has filed an 
appeal. 


Hammel, 





November 14, jgy 


Social Security 
Should Get Broad 
Review: Peterson 


Tells Actuaries Study Of 
System Is Needed Before 
Benefits Are Again Raised 


The broad social and economic jp, 
pact of social security benefits ang thd 











James E. Hoskins Pearce Shepherd 


method of financing them should j 
studied by the best qualified indiyja 
uals in the United States before any 
further increases should be consid, 





OFFICERS ELECTED 


President—James E. Hoskins, fy 
mer 2nd vice-president and actuary ¢ 
Travelers. 

Vice-presidents—Dennis N. W 
president of Bankers Life of 
Moines, and Morton D. Miller, 
vice-president and associate 
of Equitable Society. 

Secretary-treasurer (reel 
vid G. Scott, Ist vice-president 
actuary of Continental Assurance. 

Editor (reelected)—Alden T. 
yan, secretary and associate 
of Phoenix Mutual Life. 


































Ray M. Peterson, vice-president 
associate actuary of Equitable Societ 
said in a paper presented to the ann 
meeting of Society of Actuaries : 
White Sulphur Springs, W. Va. 

Symptoms of continuous growth i 
benefits, rising every two years, w 
cited by Mr. Peterson, who said that 
political environment is a signifi 
factor in establishing benefit levels. 

Instead, Mr. Peterson said, “The 5 
tem needs study in relation to capi 

(CONTINUED ON PAGE 25) 


Chicago Fraternalists To Meet 

John D. Hansen, Connecticut Mu 
Life, will address members of Chi 
Fraternal Underwriters Assn. at 
quarterly luncheon Nov. 19. 
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Mrs. Philip Brown of Gillespie, IIl., receives life insurance certificate nu 
1,000,000 from Walter L. Rugland, president of Aid Association for Luthe 
at Appleton, Wis. Certificate number 1,000,000 brings the fraternal’ 
in force to more than $1.5 billion. From left are George V. Krampien, 
vice-president; President Rugland; Mrs. Brown; Leonard R. Beck, 4 
representative, and Delford T. Precht, general agent. 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is tringing » 


) said that new kind of personal protection to millions of policyholders and prospects 
a_ signifi 
fit levels. 


throughout the nation. With the Company’s unique ‘Guide to Security’’, 
uid, “The sJ 


representatives of Western and Southern are equipped to provide a com- 
To Meet plete insurance programming service for every personal and business need. 
cticut Mu 

rs of Chi 
Assn. at 
19. 
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NEW YORK—lIf an agent has been 
carefully selected but still fails to re- 
spond as he should 
to training, 
agent 
should 
the 


the 
or to 


blame 
agent but himself, 
R. Smith, 
assistant agency 
vice-president 
Connecticut Mu- 
tual Life, told the 
York City 
Managers 
Assn. at its No- 
vember meeting. 

not to take 
fullest responsibility for failures but 
to blame the agent,” said Mr. Smith. 
wouldn’t do this or that. 
wouldn’t keep records, come to meet- 


‘He’ 


“We tend to forget that the agent 
selected us, usually after looking over 
our competitors. This is a decided vote 





... portrays the qualities, purposes and ideals of the 
Company. The circle for unity; the arch, stability; 
the oak leaves, maturity and endurance; the shield, 
strength; the scales, justice; the helmet, protection; 3 
the compass, direction; the key, friendship. A com- 
pany dedicated to the service of its policyholders 
and keyed to Career Life Underwriters. 
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Says Manager Should Blame Himself, Not 
Agent Who Doesn't Respond To Training 


of confidence, but we fail to take it 
for its full face value. The best man 
for me is one who has seen half a 
dozen other managers and still wants 
join my agency. He didn’t join 
my agency because of our fine net 
cost or our settlement options. He 
joined because of me.” 

Mr. Smith told of two letters that 
a Connecticut Mutual general agent 


of received from an agent and the agent’s 


wife at the close of the agent’s first 
year with the company. The agent said 
that the past year had been the hap- 
piest year of a very happy life “be- 
cause you were the first man to make 
me feel confidence in myself.” The 
agent went on to say he wasn’t very 
good at writing letters but that month 
he had paid for eight cases for $180,- 
000 as a way of showing his apprecia- 
tion. 

Emphasizing the need for effective 
training, Mr. Smith said the cost of 
failures has quadrupled but turnover 
has not gone down noticeably. He ad- 
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vised agency heads to ask themselves, 
“Where would I be today if I had 
saved one man a year that I lost?” 
The answer is about $5 million more 
production, so it is obviously im- 
portant to retain men as well as get 
them. He said the vital factors in an 
agent’s success are prospecting skill, 
selling skill, self-management, and 
morale. If the first three factors are 
cperating properly, morale is practi- 
cally automatic, at least as respects 
influence within the business. 

Mr. Smith said he had never seen 
a man with good self-management 
and plenty of prospects fail. 


Training Stops Too Soon 


Mr. Smith said that too often an 
agent’s formal training ends with his 
first good month of production. The 
agency head is so relieved that he 
turns to his next most pressing prob- 
lem. Yet, said Mr. Smith, that is the 
month when the _ agent’s_ training 
should begin in earnest, because then 
the manager knows he has a sales- 
man, and nothing in the way of serv- 
ice, etc., is too much for a real sales- 
man or a potential salesman, whereas 
anything at all is too much for the 
man who isn’t. 

How can the agency head tell when 
an agent needs help? Mr. Smith said 
the test is not when he can’t validate 
his salary, because by then it is too 
late. The time to find out is when an 
objective examination of the agent’s 
sales records shows that he is getting 
an unduly low sales ratio to inter- 
views. He goes along getting one sale 
out of every seven or eight interviews 
his second month and perhaps one out 
of every five his third but then in 
the next month he shows up with 
one out of 22. This means the man was 
frustrated 21 times that month, that 
he had to pick himself up off the floor 
21 times and restore his confidence 
in himself and in life insurance sell- 
ing. 

“Why should we be surprised when 
one day he tells us that it’s been nice 
being with us but he is going back to 
work at Chandler’s shoe store?” Mr. 
Smith asked. 

The best test of whether an agent 
has been well selected is how he re- 
sponds to the manager’s recommenda- 
tions and leadership, said Mr. Smith. 
If he doesn’t respond, it doesn’t mat- 
ter what his scores were on the vari- 
ous tests and indexes. 

Mr. Smith said his company has 
found that a man with a realistic 
budget of $450 a month, a valid score 
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Elliott Is New Head |#5 
Of III. Round Table, 'flv 
Succeeds Mullins |W. 


Illinois Leaders Round Table at th 
annual luncheon held during the mig. Gel 
year meeting of Illinois Assn. of [ij, 
Underwriters at Peoria named J, x NE\ 
Elliott, Northwestern Mutual, x. York | 
wanee, as president to succe2d Kenff. 
neth A. Mullins, Great-West Lig 
Chicago. Other officers named wer 
Oliver F. Little, Home Life, Chicag, 
lst vice-president; Max L. Risemay. 
Metropolitan Life, Springfield, ay | 


Ralph J. Wood Jr., Sun Life of Canag, 
Chicago, secretary-treasurer. 

















List New Directors 


New directors are Lee E. Gleasne 
Jr., Massachusetts Mutual Life, ch) 
cago; Arthur D. Brunk, Equitable Li, 
of Iowa, Champaign; William \| 5! 
McCleery, Equitable Society, Quine ior Con 
Charles J. Malin, Old Line Life; Chif nan of 
cago, and Dean Mesnard, Metropolitz commit! 
Life, Decatur. “The 

Auburn C. Lambeth, assistant dire. he said 
tor Purdue Institute, spoke on “Foyp oositive 
Down and Five,” this, of course, beip; cation © 
a football situation. Mr. Lambeth, jj ation wi 
addition to being a All-Southern quz1, national 
terback at Davidson College, aly helpful 
played professional football in 195) Michiga: 
with the Hamilton, Ont., team. & in 
geared his talk to football situation; their 
and turned his examples to life insu. ments. " 
ance selling. at the sI 

Just as in football, the fundamentalf native of 
are all-important, he said; understaniferal gove 
ing the basics of selling life insurane: 
means the difference between failuy te Own 



















and success. At Purdue, Mr. Lambztif While 
(CONTINUED ON PAGE 25) state ass 
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of at least 13 on the aptitude indexfitee, Mr. | 
with a wife and one child, has a 22%fthe state 
better chance of survival than thfinitiative 
next best category. He said that thffor takin 
aptitude index score of 13 is impor The N 
ant. meet Noy 
One reason why such a man is fi¥ill also 
good bet is that even though a geng’mpanie 
eral agent doesn’t mean to neglefdent Her 
anybody in his shop, the man who j In this 
getting a $450 to $650 salary is goingd THE 
to get more attention than the fellof* three 
getting $250 or $300. He also notdpreater < 
that there has been a lot of troutiéh pass 
with men in the age 28 to 38 rangHVill Have 

with no children because they ten Th 
to reach a plateau too early. hg d 
will have 
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W. B. Wetzell, Northwestern National Life, Sterling, chairman of the E™%hich woy 


association legislative committee, second from left, at the association’s midy‘@ver 1958, 
meeting in Peoria with officials from other Illinois associations who sat in @ Mr. Mi) 


the legislative committee meeting. From left: Kelly Graham, field sec 


eer, T 


Illinois Assn. of Insurance Agents; Mr. Wetzell; Le Grand A. Flack of Bectator + 


fingham, vice-president Illinois Insurance Brokers Assn., and George Nie 
executive manager, Illinois Assn. of Insurance Agents. 


‘oney ma 
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statutes? What advice should agents members regarding the purchase of TWO WEEKS EARLIER 
give clients who own this type of cov- group insurance? 
erage? “The problem of direct writing in 


e 
“The synthetic type of _group con- one form or another is becoming more New Deadline For 
tract is spreading like wildfire until, vicious as competition among compa- 
apparently, the only requirement to nies becomes more intense. If the MDRTA li © 
obtain group coverage is to belong to agency system is to stay in existence, pp ications 
some association of one kind or an- answers must be found to these ques- 


other. Many of these plans are written tions: Is it sufficient to charge a com- Set At March ] 


on a decreasing term basis, with cov- mission in the rate, or should it be 





ssn. of Lit NEW YORK—The action of New €rage ultimately grading down to zero. mandatory to have the commission Applicants for membership in the 
amed J. k york State Assn. of Life Underwriters Two important questions arise: Is this paid to an agent of record? Is it satis- 1960 Million Dollar Round Table will 








utual, Ke. in seeking and type of benefit in the best interest of factory to pay token commissions or meet a new deadline of March 1, 

cce2d Ken. ssa obtaining from the the buying public? Are officers of as- finder’s fees in lieu of the usual com- 1960, two weeks earlier than the 

West Lif New York depart- sSociations qualified to advise their mission scale of the writing company?” (CONTINUED ON NEXT PAGE) 

ni Were ment an_ opinion se 

*€ “hicag, that inconsistently 

_Risemar large amounts of wy 

stield, ani group life for one || 

be Canad: person or a favored aN 
Hon ie omeeeres  wONEYT MON means |Monx/“ >> for brokers... and their clients | Mo, 
the New York law & aS 

E. Gleasne has drawn high 2 | 

Life, Chi. praise from David 9 oy 

juitable Lit B. Fluegelman, @ 6 

Villiam y pe Peegeiman general agent here 


ty, Quinerf or Connecticut Mutual Life and chair- 
© Life; Chifman of the NALU group insurance 
Metropolitaf «ommittee. 

“The New York state association,” 
istant direcfne said, “deserves great credit for this 
on “Fourti positive step, which is a further indi- 
ourse, bein ation of cooperation of a state associ- 
Lambeth, iffstion with the declared position of the 
ithern querf national committee. It would be most 
llege, afpelpful if other key states, such as 
all in Iifyichigan and California, were to suc- 
, team. Hawed in getting similar opinions from 
ll situatiofiyeir respective insurance depart- 
0 life insu nents, This would keep the problem 
at the state level and avoid the alter- 
indamentalfinative of dealing directly with the fed- 
understaniferal government.” 


fe insurance: 0n Own Initiative 


veen failur 
Ir. Lambe’ While the action of the New York 
E 25) state association was in keeping with 
the aims of the NALU group commit- 
tee, Mr. Fluegelman made it clear that 
the state association acted on its own 
initiative and is entitled to full credit 
for taking this important step. 

The NALU group committee will 
meet Nov. 16 in New York City and 
» man is q¥ill also on that day meet with the 
ugh a ger tompanies’ committee, headed by Pres- 

to negled ident Henry S. Beers of Aetna Life. 
man who q 2 this connection, Mr. Fluegelman 
ary is goin od THE NATIONAL UNDERWRITER there 

. the fellof’e three situations that are becoming 

also notdpteater and greater problems with 
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of troubbp’ch passing day. 
to 38 rangWvill Have To Decide Course 


} t 
; thee ‘The NALU committee,” he said, 


will have to determine what action it 
hould take in the light of the New 
‘ork state opinion given by Raymond 
itis, deputy superintendent and 
met counsel. With regard to policies 
fitten as group but not qualifying as 
tip under the Harris opinion, what 
i be the effect of the opinion on the 
iidity of the contracts? What will be 
tax impact on policies already pur- 
mased? Will tax penalties be imposed 
m the inception of the contracts, to 
F extent not barred by limitation 





lass, Mutual Agency Head 
Nedicts $45 Million Year 


Gordon Miller, general agent of 
: sachusetts Mutual at Philadelphia, 
Mat the agency’s quarterly meeting 
the expects the agency to pay for 
million in business this year, 


j- 


f the BiMhich would be a $9 million increase 
on’s midye@ver 1958, 

ho sat it @ Mr. Miller introduced the meeting 
eld sec! “Aer, Thomas Casper, publisher of 
Flack of Mhectator magazine, who discussed the 
orge Nicfoney market and its effect on life 


surance, 
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4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details ...and you get all the replies! 





This program consists of 4 separate letters three months for one year. You receive all 
(as above). They’ve been tested for selling answers, all leads. Full-year campaign of 
power. And they’re personalized — yours’ these brokerage business-getters costs you 
from letterhead to signature to reply cards. pennies per letter. Free booklet gives 
MONY prints and mails a set for you every details. Send for your copy now! 






ee eee * ~AINOW © ANOW © AJNOW © ANOW © AZJNOW © ANOW © ASNOW © ANOW © AJNOW + ANOW © ASNOW * 


FREE BOOKLET f 
DESCRIBES MAIL CAMPAIGN, — ff)" | 
SHOWS ACTUAL LETTERS el 
MONY, B’way at 55th St., New York 19, N.Y. 


Please send me MONY’s free 
MONY-MAILINGS booklet for brokers. 


Mua 6- New York 


| 
| 
| 
| 
| 
The Mutual Life Insurance Company Of New York, New York, N. Y. 
| 
| 
| 
| 
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previous March 15 deadline for appli- 
cations. 

The 1960 chairman, Robert S. Albrit- 
ton, Provident Mutual, Los Angeles, 
said that because the 1960 annual meet- 
ing of the Round Table will be 
May 19-24, a month earlier than 
usual, and in Honolulu, he wanted to 
urge all prospective applicants who 
have the required production at this 
time and those who intend to apply 
for life membership to submit their 
papers as soon as possible. Those ap- 
plicants who need the full calendar 
year of production to qualify should 


FieNATIONAL UNDERWRITER 


submit their applications as soon after 
Jan. 1 as possible. Mr. Albritton em- 
phasized to prospective qualifiers the 
importance of making travel arrange- 
ments early if they plan to attend the 
1960 annual meeting in Honolulu. 


Dues Raised To $50 


Mr. Albritton also announced that 
the annual dues for membership in the 
Round Table have been increased to 
$50 per year by executive committee 
action in keeping with the results of 
the recent membership survey. In that 
survey which was taken in December 


1958, the members voted to approve a 
nominal increase in dues to provide 
for expanded services and public rela- 
tions activities of the Round Table. 


Appointment Of Committees 


Notification of the appointment of 
the 1960 committees was made by Mr. 
Albritton in his first letter which was 
sent out to members and prospective 
members with the application papers 
for the 1960 Round Table. Following 
are the committee chairmen and vice- 
chairmen: 


By-laws, Walter N. Hiller, Penn Mu- 


! 





Move Up and in e e e when you present 


OHIO 
NATIONAL 
LIFE’S 


Pension Trust and 
Protit Sharing Plan 


Look Up Our Low 
Participating Premium Rates 






When you think of pension trust... 
or profit-sharing plans... think of 


The OHIO NATIONAL LIFE...top 
commission scale... plus vested re- 


newals on each case 





UIs 


™® Chto National 


CINCINNATI, OHIO «+ 





Continuous 


Let us prepare a proposal for ‘you on your next 
Pension Trust or Profit Sharing Plan. 


Coverage to $10,000 on 10 lives or more 
and to $20,000 on 25 lives or more on 
Guaranteed Issue basis. * 


e@ Regular Retirement Plan Endowment and 
Annuity available, guaranteeing $10 per month 
per $1,000 insurance, 10 years Certain and 


e@ Prompt and Flexible Proposal Service 
@ Ready Assistance with Tax Filing Forms 


@ The New Special Life Rate Policy (male and 
female rates) which make calculations easier by 
providing exactly $2.50 per month per $1,000 
at Age 65, at all ages of issue. Convertible up 
to $20 per month per $1,000 of insurance. Ideal 
for Split-Funding and Profit-Sharing 


@ Graded Death Benefit Policies and Con- 
vertible Annuities on Sub-Standard and Un- 
insurable Lives 


e@ Post Funded Annuity Contracts 


@ Complete Pension and Profit Sharing Trust 
Services Rendered from Home Office 


Liz te INSURANCE COMPANY 


A MUTUAL COMPANY 


*Modified for use in Texas 
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tual, Chicago. 


Insignia, Roy D. Simon, Penn Mutuaj 
Chicago. 


Public relations, Arthur F., Priebe 
Penn Mutual, Rockford, IIl. ; 


Program, James B. Irvine Jr, yp. 
tional Life of Vermont, Chattanoo 
MDRT vice-chairman; program op. 
mittee vice-chairmen are Ewing (Cy. 
ruthers, Massachusetts Mutual, Mem. 
phis, and Donald Shepherd, John Han. 
cock, Quincy, Mass. 


Qualification procedure, Joseph y 
Desmon, Continental Assurance, By. 
falo. 


Rosen Membership Chairman 


Membership, Lester A. Rosen, Up. 
ion Central, Memphis, member of the 
MDRT executive committee. 


Budget and nominating committex 
Adon N. Smith II, Northwestern My. 
tual, Charlotte, N. C., immediate Dast 
chairman of the MDRT. 


Resolutions, William D. Davidso, 
Equitable Society, Chicago. 


Annual meeting, Daniel H. Coakley 
New York Life, Boston, member of the 
MDRT executive committee. 


Funds Left With N. E. Life 


To Earn Higher Interest 
New England Life has increased jt 
1960 interest rate on individual policy 
dividends left with the company from 
3.35% to 3.65%. The new sate wil 
apply to interest settlement option 
and accumulation funds held by th 
company under individual pension and 
profit sharing trust agreements. 

Also approved is a revised 196) 
dividend scale on individual life poi. 
cies issued before July 15, 1959, which 
will result in an additional $1.3 mil. 
lion to these policyholders. 

The total increase in payment 
growing out of these changes will k 
$2.3 million. 

Sales of individual life during th 
first nine months amounted to $62. 
214,00f), a record and 5% gain. 


Insurance Teachers To 
Publish Membership Data 


A special committee to assembi 
data on members of American Ass 


















of University Teachers of Insurant 
has been formed. The committee plan 
to either publish a dossier on eat 
member in a forthcoming issue ¢ 
the Journal of Insurance, published by 
the association, or to publish it s 
parately. Target date for assembly @ 
the data ready for publication is la 
December. 

The committee, under the chair 
manship of Jack C. Keir, Ameri 
College, already has sent members 
information form. 

Other members of the commi 
are Oscar R. Goodman, University 
California at Berkeley; Harold 
Krogh, University of Kansas, } 
Jonas E. Mittelman, San France 
State College. 


Gen. American Has 9-Month Gai 
Individual life sales of Gene 
American Life for the first 
months of 1959 amounted to $90,40! 
100, up 15%. Insurance in force 
from $2,949,872,030 at the end of 19 
to $3,137,651,911 at the end of the fir 
three-qrirters of this year. 
Connecticut Mutual Life’s sales { 
the first three quarters were $428) 
784, a gain of 9.6%. During the 
months insurance in force increas 
$265,456,630 to $4,266,324,985. 
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“Franklin really IS 
the next pasture...” 


Marietta, Georgia 
September 29, 1959 


Mr. F. J. Budinger, Executive Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Bud: 


When I read last month’s ad in the insurance magazines, “This 
is the Next Pasture,” I experienced a touch of nostalgia. You see, 
for a short time, some years ago, I tried the other side of the 
fence, made a modest living, and wondered if life insurance really 
offered the financial rewards a successful agent should expect. 


Fortunately I “took the bull by the horns,” jumped the fence 
back into the Franklin pasture, and my “wallet anemia” vanished. 
As you know, I have received President Becker’s personal assist- 
ance on several occasions in closing substantial sales. When I 
require special service from our Underwriting, Medical, and 
Actuarial Departments, I get it from the top with speed and 
efficiency, enabling me to devote my time to selling, with a mini- 
mum of delays and red tape. My Home Office associates are in 
reality working partners. 


I am now a life and qualifying member of the MDRT. Over 
the past five years my cash earnings have averaged better than 
$30,000 annually. In addition to playing golf twice a week, last 
year my wife, daughter and I spent six weeks in Europe; this 
year in the Pacific Northwest and Canada. 


Believe me, Bud, you were right. This is the greatest business 
in the world, and thanks to Franklin Life, I am in the right 
pasture. 


Cordially, 
Joseph L. Marion 


An agent cannot long travel at a faster gait than the company he represents! 









\ ILIIFIE company 


E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 











DISTINGUISHED SERVICE SINCE 1884 





The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Three and a Half Billion Dollars of Insurance in Force 





Everett Tells How A&S8 Boosts 


Agents And Agencies’ Incomes 


Five conclusions regarding the sale 
of A&S insurance by a life company 
were given by Ar- 
dell T. Everett, 2nd 
vice-president of 
Prudential at the 
annual midwest 
management 
conference at 
French Lick, Indi- 
ana. 

Mr. Everett said 
his conclusions 
were influenced by 
Prudential’s expe- 
rience and might 
not be applicable 
to all companies. 

Health insurance, he said, has proved 
itself to be a powerful recruiting tool 
and influences men to enter the life 
insurance business and will help to 
retain good men in the life insurance 
business. 

Health insurance serves to increase 
the agent’s earnings. Many men use 





Ardell T. Everett 


it in sales management as a stabiliz- 
ing income factor where there con- 
tinues to be a heavy trend toward the 
sale of more term coverages with 
lower average premiums per $1,000. 
Removing Peaks, Valleys 

The collateral and by-product sales 
through properly sold A&S coverages 
help men to increase their premium 
volume and their income. A&S can 
be used to remove sharp peaks and 
valleys in the application production 
curve. 

New agents can more easily detect 
selling situations through A&S than 
through life insurance. It is easy for 
them to move to life sales later. Old- 
er agents can effectively work them- 
selves out of selling slumps through 
A&S activity and revitalize their ac- 
tive life prospect lists. 

Will Take More Attention 


Until A&S is thoroughly integrated 
into every phase of the agency proc- 
ess, it will require more proportionate 
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NEW FLEXIBILITY IN 
GROUP SPECIAL 


business 


10 to 24 
employees 


NOW — Life insurance maximum — $15,000 
NOW — Accident and sickness weekly income — 


NOW — Hospital and medical catastrophe — 
increased flexibility 


Like to know more about these and other Group Special 
liberalizations? Just call our local office. Connecticut 
General Life Insurance Company, Hartford. 


CONNECTICUT GENERAL 
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attention than the agency’s life busi- 
ness, application by application. How- 
ever, the attention that it does re- 
quire will make this expenditure of 
time more than worth while. 

Mr. Everett said that in 1958 the 
average Prudential agent’s A&S sales 
income was $66.30 a month and is 
higher this year. These figures do not 
include collateral life sales or small 
group. The better agencies maintain 
a markedly larger average than the 
$66.30 figure. In many agencies A&S 
is 25% or more of the money incomes 
of the agents. 


No Definite Pattern 


“The production is not patterned in 
any definite way, that is, million dol- 
lar producers selling more A&S, or 
poor life producers selling more A&S,” 
he said. “Rather it indicates that A&S 
is sold well when management takes 
an active and constant interest in 
merchandising all company products 
in balance.” 

Mr. Everett said he recently talked 
with five of Prudential’s most suc- 
cessful managers and asked them how 
they maintained their satisfactory 
A&S production. Incidentally, these 
managers happen to run well-balanced 
agencies. They are leaders in life in- 
surance production. Their average 
production per agent is high. Their 
agency costs are in line. Their agent 
turnover is lower than the company’s 
average. And their policy persistency 
is above company average. 


What The Managers Thought 


Here are some of their thoughts 
that Mr. Everett passed along: 

1. All members of the sales staff 
are given thorough underwriting train- 
ing in risk selection. Interesting cases 
are reviewed and, whenever possible, 
home office underwriters periodically 
are asked to visit the agency and par- 
ticipate in agency meetings. 

2. A&S is kept an essential part of 
every agency activity and is consid- 
ered an equal partner in production 
standings and bulletins. 

3. New’ business’ analysis asks 
whether or not the agent discussed 
A&sS if life insurance was sold, or life 
insurance if A&S were sold. The 
agents are guided into the best A&S 
markets for persistency purposes. 

4. Joint field work continues until 
the new agent has seen demonstrated 
and sold each type of A&S coverage 
as well as life. 

5. All agency training activities in- 
clude A&S and small group. The sales 
process includes sales talks on A&S 
for package sales. Programming al- 
ways includes health coverages. 

6. One manager summed up his 
feelings this way: “Everyone in our 
agency now has the philosophy that 
loss of time coverage and adequate 
medical care coverage is just as es- 
sential in a family program as is life 
insurance and savings.” 


Warns Of Forand-Type Bills 


Mr. Everett closed his talk with a 
warning that a still bigger selling job 
is needed, in order to stave off pres- 
sures for government A&S _ pro- 
grams, such as the Forand bill. He 
cited what has gone on in Canada. 

Mr. Everett pointed out that while 
the Forand bill provides for a one- 
half of 1% tax provision, the actual 
costs “can be expressed as a level pre- 
mium of from 2.32% to 2.97% of tax- 
able payroll.” 

“The hidden cost, which is seldom 
discussed, is that of the immense 
building program which would become 
necessary in order to satisfy the de- 
mand for ‘free’ benefits,” he said. “As 
social security beneficiaries clamor at 
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Life Advertising Big 
Factor In Public 
Acceptance Of A&S 


Fo 

Recent advertising efforis of jit Ve 
insurance companies are playing a | 
important role in the crusade for eye | yo 
better methods of financing healt } veo | 
care costs, said James R. Williams 
vice-president of Health Insurange 
Institute, speaking at the annua] 
meeting of Life Insurance Advertisers 
Assn. at Chicago. 

Pointing out that there was relatiye 
ly little advertising of a health insur. 
ance nature years ago, Mr. Williams 
declared: “In the past 12 months] 
have noticed an increasing number of 
really handsome ads by ins 
companies about their own A&S pp 
grams and this is most helpful to the 
business as an institution and to th 
individual company.” 


THC 






















Faces Immense Challenge 


The insurance industry faces » as a 
immense challenge of providing ip.fyal m 
creasingly adequate health insurang ham Pr 
programs for older persons, he cop. vatosa, 
tinued. “Each message of availability, bractice 
every public notice we can make of fnittee 
how we are striving to improve thom co 
already high calibre of protection wij which th 
prove invaluable in this crusade febiy w 
maintenance of better care and bette me gro 
security through our established pri. 
vately operated insurance institutions’fYALU N 

He opined that life and casualty Mr. T 
companies have a hidden plus in thei: ons OF 
advertising programs which the health lak, but 
insurance business could use. out al 

Because of the relative newness of “While 
the health insurance business, and its e Cons 
sudden surge in growth, “one of ow Keogh b 
public relations problems has beg poup ani 
that of proper identification,” he sta-f, ployec 
ed. A recent survey showed thith.¢ mor 
people had a favorable attitude toward sation tt 
health insurance, but that there wa mithin ti 
some question of the depth of thet > of 
understanding and knowledge of i is purpe 
and it is on this point, Mr. William] ic: 
went on, that the increasing attention 
given to health insurance in the ad 
vertising programs of all INSUTANC ings { 
companies can play a decisive role in + hook 
creating a greater public recognition ve of wh 
that quality and meaningful program 
are available by well established in 
surance organizations. 


Has ‘Spread Enlightenment’ imited tc 


The insurance industry has bea peeaets. 
able to “spread a great deal of enlight-Group Cor 
enment by pooling resources for insti Mr. Th 
tutional programs to supplement thf, , 
educational activities of the individ : 
companies,” he added. Noting that thi, 
arrangement has been working weg lest 
he declared that institutional efforg, est de 
can only be supplementary to Ud.° 
activities of the individual companie 
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Such efforts can help to create a ag pe 
maintain the right attitudes, but t Er cor 


senior partner in the effort is ti” 
individual company and its perfo aie 
ance record. + ae : 
Gains For Nw National ee 
Sales of Northwestern Natiom§,.)..., z 
Life in the first nine months Win i959 
$251,352,000, a 28% gain over Mii, Insurz 
$196,170,000 for the same perl00 en o¢ 7 i¢ 
year ago. The results also reflecl,,... “im 
improved mortality and increased and obj 
vestment yield over last year. ng tundin 
Pecment. 


















the doors of hospitals and nursil 






homes for the beds to which they a, ™ 
entitled as a ‘right,’ it is inevitable M4 : € ¢ 
huge funds must be expended to mm iyi ind 





vide these facilities—high-priced 4 
cilities—many of which are unm 
essary.” 
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ig | HORE TELLS LIAMA MEETING: 
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le for eve | MONTREAL—Success of efforts to 
ing health keep life companies from using group 
Williams insurance to un- 
Insurange derwrite business 
re annual under the proposed 
Advertisers K eo g h-Simpson 
law would merely 

aS Telative. mean the handing 
alth insur. over of such busi- 
r. Williams ness to the trust- 
months | eed plans, Eugene 
number of M. Thore, vice- 


president and gen- 


insur 
| A&S a eral counsel of Life 
pful to the Insurance Assn. of 
and to the America, warned 


fugeneM.Thore =i, his talk at the 


»nnual meeting of LIAMA here. 
The use of group for this purpose 
faces anfyas a hot subject at the recent an- 
oviding infmal meeting of NALU, where Wil- 
1 insuranefian Pryor, Connecticut Mutual, Wau- 
1s, he confyatosa, Wis., chairman of the field 
availability, practices committee, read at the com- 
nN make ofpittee meeting a number of replies 
mprove thelom companies he had written to, in 
tection wilf;hich they indicated they would prob- 
crusade fufply write Keogh-Simpson business 
» and betteriina group basis. 
natitel NALU Not Identified 
nd casualty} yr, Thore did not identify any per- 
dlus in theithons or even refer to NALU in his 
h the health alk, but none in the audience had any 
se. iubt about whom he had in mind. 
newness off “While to date no one has urged 
1€SS, and itsfe Congress to amend the Simpson- 
“one of outfeogh bill to disqualify the use of 
s has beetfoup annuities for the funding of self- 
mn,” he sta-bnployed retirement plans, within the 
howed thitixt month it has come to our at- 
itude towatifntion that questions are being raised 
t there Wafithin the business concerning the 
pth of thet. of group forms of insurance for 
ledge of itis purpose,” he said. 
Ar. Willians} “since it appears obvious that if this 
ing attentioisation is adopted it will permit 
> in the a4, funding of taxpayers’ retirement 
ll insurat}vings through group methods via 
isive role it}. bank trust, the question becomes 
 recognitiotf. of whether the life insurance busi- 
ful prograliy..; wants to urge that it be excluded 
ablished inf, competing on an equal basis in 
is respect and that its function be 


t? imited to the issuing of individual 
, ee ontracts.” 
al of enlight-froup Concept In At Start 
ces for ins]. Thore said the group concept 
nen been one of the basic principles 
he ri ‘Mderlying the Simpson-Keogh indi- 
ting that l"fidval retirement legislation since the 
rorking ta atliest days of its consideration by 
ional ¢ qgougress. He said the first individual 
tary to _feirement bills, then called the Reed- 
comm afee® bills, were introduced in Con- 
4 ~“ weess in 1951 as a result of a congres- 
stent is th onal committee study three years 
‘its performe’ Us that dealt with the tax 
tatment of retirement programs for 
employed individuals. The 1951 
were limited to association 
__ [ups with the funds to be handled 
rm Nati™ra bank as trustee. 
months Welln 1952, American Life Convention, 
in over or ¢ Insurance Assn. and National 
me = Fy. of Life Underwriters testified at 
also — _p'stessional hearings on this legisla- 
increase? "and objected to the provision lim- 
ear. '§ funding to a bank trustee ar- 
and nutsi Psement. As a result of the ’52 
hich they #8 New bills were introduced 
nevitable t F made clear that a trustee could 
onded to pt Va group annuity contract and that 
sh-priced & viduals could buy annuity con- 
"are unnem directly from insurance com- 


ies. Finally, in 1957 the bill speci- 
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foes Of Keogh-Law Group Would 
Merely Yield It To Trusteed Plans 


fically made life insurance policies 
eligible. 

Mr. Thore described the two meth- 
ods of funding involving life compa- 
nies. One, he said, would permit an 
association or group of taxpayers to 
create a restricted retirement fund by 
establishing a trust, and under this 
appoach both group and _ individual 
annuities would be available as au- 
thorized investments. 

“With respect to the other method, 
which permits taxpayers to make di- 
rect purchases of retirement policies,” 
Mr. Thore said, “there is no provision 
in the bill prohibiting an association 
or group of taxpayers from purchasing, 
through an agent or non-bank trustee, 
annuity contracts on a group basis. A 
question raised in connection with this 
method was whether in the case of a 
group annuity contract a condition of 
the bill requiring that ‘no person other 


than the insured shall have any of the 
incidents of ownership’ might be vio- 
lated. 


Urged Clarification 


“This technical question, which 
arose for the first time in 1958, when 
this language was added, prompted 
several lawyers in the business to urge 
a clarifying amendment so that what 
appeared to them to be an inadver- 
tence would not be productive of later 
litigation. Under the circumstance, the 
joint ALC-LIA legislative committee 
instructed the staffs to seek to re- 
move the possible ambiguity. This was 
done during the hearings before the 
Senate finance committee. 

“At this point I should like to say 
that there was serious doubt in the 
minds of others in the business wheth- 
er the language of the bill concerning 
incidents of ownership would cause 
the difficulties suggested. In this con- 
nection it seemed that this condition 
of the bill would not be violated by a 
group contract arrangement, if under 
the language of the contract, it was 
clear that all of the incidents of own- 

(CONTINUED ON PAGE 22 


All American L.&C. 
Plans New Home Office 


All American Life & Casualty has 
purchased three and three quarters 
acres in Executive Plaza, Park Ridge, 
Ill., and plans are being submitted for 
construction of a new home office build- 
ing which will be completed within the 
next two years. Executive Plaza will 
be a 16% acre addition to Park Ridge 
and will contain a medical and dental 
center, as well as home offices for 
several nationally known companies. 

All American L.&C. has sold its 
present building, which was completed 
in 1956, but the company will retain 
occupancy until the completion of the 
new building. 

James Deming, vice-president and 
general counsel, has been appointed 
chairman of the building committee. 
Other members are James B. Mosher, 
Ist vice-president; A. J. Schmidt, 
secretary and actuary, and William R. 
Ballard, assistant secretary. 

United States Life has increased the 
discount rate on premiums paid in 
advance to 4%. 








Broad, Liberal, 















paired risks. 


men. 


The 


and Sound 


; The Lincoln National field man offers 
impaired-risk protection as broad, liberal 
and sound as modern underwriting and 
actuarial science can make it. Backed by a 
company with 47 years of continuous ex- 
perience in the substandard field, he brings 
the comfort and protection of Life and 
Accident and Sickness insurance to im- 


Lincoln National’s broad impaired-risk 
coverage is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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“Do you kiss your wife in public?” 

“What happened between my 12th 
birthday and my son’s?” 

Good, arresting advertisement head- 
lines, those, but do they sound like 
Metropolitan Life’s? They don’t, but 
they are. 

Obviously, they’re quite a contrast 
to the health and welfare advertising 
that has for years been Metropolitan’s 


Kissing Played Up In Met Life 
Ad=But Not On Health Grounds 


trademark. The new ads aren’t replac- 
ing the health and welfare series, but 
are being used to do a specific job of 
building prestige for the Metropolitan 
agent and to give the agent the benfit 
of this recognition in his own thinking 
and attitude. 

The’ kiss-your-wife-in-public ad, 
which occupied full-page space in dai- 
ly papers in 16 major marketing areas 


FeNATIONAL UNDERWRITER 





last week, is illustrated by a drawing 
of a highly personable wife puckering 
up while her embarrassed husband 
tries to look the other way. 

Under the questioning headline the 
copy continues: 

“IT don’t. 

“T just can’t. 

“The way I feel—public kissing is 
for the movies, or weddings, or when 
they’re shipping you overseas. 

“I do kiss my son when I leave for 
work. But he is only four—and when 
he is 14 we’ll be shaking hands. 

“But don’t get the idea I don’t love 





































Hancock people from all over. 







to successful life underwriting. 
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This is one of the many opportunities the John Hancock man has 
to give his career—and morale—a boost. And it’s one of the many 
reasons why he’s glad to be selling John Hancock. 


MUTUALZY LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


The John Hancock Signature Series 


Conventions are an important 
part of his career 


Attending conventions is a rewarding experience for the John 
Hancock representative who qualifies. At gatherings of company 
leaders he has a chance to meet and share experiences with John 


In some of the finest vacation resorts in the country he can relax 
and exchange ideas with the company’s top salesmen. During these 
stimulating convention programs, he discovers fresh approaches 
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them—just because I don’t make a big 
scene about it. 
“I’ve got $55,000 worth of Metro. 
politan Life insurance. Think aboy 
that. 
“That will pay the mortgage, ang 
all our bills. Plus social security it wil 
give my wife and son $416 a mont, 
until he’s grown up. s 
“You buy life insurance only be. 
cause you love somebody. 
“I see where the average insured 
American family owns $11,000 worth 
“Is $55,000 how much I love m, 
wife and son? : 
“No. 
“As soon as I can afford more, 1) 
call my Metropolitan Man.” 
From there on it’s the company 
talking, advising the reader to “qj 
your Metropolitan Man” because 
the various ways in which he ca 
help plan for needs. 


Ad Run In Major Cities 


The advertisement ran last week ip 
New York, Chicago, Philadelphia, Bos. 
ton, Pittsburgh, Detroit, Louisvilje 
Houston, Minneapolis, San Francise 
Los Angeles, Jacksonville, St. Lou 
Washington, Cleveland and Buffalo, 

Metropolitan agents have been Sup. 
plied with postcard replicas of the ad. 
vertising to use in their direct maj 
promotion. 

The advertisement captioned “Wha 
happened between my 12th birthday 
and my son’s?” is based on the 
thoughts of a Metropolitan agent 
why he took up life insurance selling 
and why it is such a satisfying career, 
It ran five weeks ago. Other adver. 
tisements in the series will not m 
until after the first of the year. 


United Of Chicago Offers 


Two-Plan Family Policy 

A two-plan family policy has been 
introduced by United of Chicago. 

The first plan, which matures 3 
an endowment at age 65, is sold ip 
units of $2,000, $3,000 and $4,000 o 
basic insurance. In addition to basic 
amounts for the father, the mother i 
insured for an additional $1,000 if she 
is the same age as spouse. Each chili 
has $500 in life insurance until he o 
she reaches age 22. 

The second plan is sold in basi 
amounts of $5,000, $7,500, $10,00) 
$12,500 and $15,000. The wife ani 
each child are insured for one-fifti 
of the basic amount. Additional child: 
ren born during the term of the polic; 
will be insured automatically at » 
increase in premium. 





The Unity Mutual 
Life Insurance Company | 
of New York 










Insures 
The Whole Family 












Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

e 


E. R. DEMING L. J. BAYLEY 
President Secretory 


HOME OFFICE—SYRACUSE, N. ¥. 
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Something -- 
. Be 


203 of our full-time representatives, or | in 9, are 1959 


Million Dollar Round Table Members. 


14 of our full-time representatives have qualified as 
Million Dollar Round Table Members for 15 years 
or longer, or | in 10 of the 135 men with this 
outstanding record of achievement. 


272 of our full-time representatives, or | in 7, are Char- 
tered Life Underwriters. 


646 of our full-time representatives, or | in 3, received the 


1959 National Quality Award. 


i 1 
| MASSACHUSETTS MUTUAL HAS: 
1 in 13 of all 1959 MDRT Members 
j 1 in 22 of all active CLUs { 
1 in 22 of all agents receiving the 
! 1959 NQA 
I ( 
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IN 1958 


our seventh consecutive all-time high year .. . 


More than a billion dollars of Massachusetts Mutual life 
insurance was sold. 


Men in their first and second years with us accounted for 
26% of our sales volume. 


The 662 men with our company five years or longer earned 
$13,088 per man, with one in six earning over $20,000. 


Our 100 leading salesmen earned an average of $30,357. 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED '1851 SPRINGFIELD MASSACHUSETTS 
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MDRT To Permit Advertising Of 
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the establishment of rules, effective 
Nov. 1, 1959, permitting the advertis- 
ing of Round Table membership. Such 


les w dvertisi ill b itted by - 
Membership=But Not By Members 2vertsin wit be permitted by com: 


Complete revision of the Million December, 


1958, membership survey, rection and control over agents who 


Dollar Round Table insignia rules and wherein the majority of members rec- district managers who exert some di- 


the addition of rules covering the use 
of announcement cards and advertis- 
ing have been put into effect for the 
1960 Round Table. 


Revision of the insignia rules and such 
adoption of announcement card and deemed necessary. 
Probably the most far-reaching step Although the insignia rules have 


advertising regulations by the execu- 


ommended certain revisions and addi- rection and control over agents who 
tions. Later, at the 1959 annual busi- qualify for MDRT membership. Indi- 
ness meeting the membership author- vidual members, however, will not be 
ized the executive committee to make permitted to place or purchase ad- 


and additions as vertising about their own member- 
ship in the Round Table. 


tive committee is a direct result of the taken by the executive committee was been completely revised, the most 





For 
Modern 





Selling 


his son or grandson. At age 21, the protection increases automatically to $25,000, but there is NO 
increase in premium. NO evidence of insurability is required. 


And that’s not all... because 


At ages 25, 30, 35, and 40 the insured has a guaranteed opportunity to increase his insurance 
estate by $10,000 at each age again without evidence of insurability and without regard to 
occupation or military status! The result — a guaranteed insurance estate of $65,000 based solely 
on the non-medical at original issue. 

The Automatic Estate Builder is just one policy in The Employers’ Life program of “‘Insurance 
for Modern Living.’’ Why not see for yourself our complete and competitive portfolio 
with many new and liberal features? The entire program has been designed to 
make it easier for you to sell and easier for the prospect to buy. 


INSURANCE COMPANY OF AMERICA 
110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


EXECUTIVE OFFICE: 






insurance 







Yes, Mr. Agent, this is the amount of protection your 
clients can guarantee to their young sons and grandsons 
through our Automatic Estate Builder. Here’s the way 
it works: 

A man buys $5,000 of the Automatic Estate Builder for 
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significant change involves the Use 
of the MDRT dies. Heretofore, the gy Cre 
could be used only on regular busines Lot 
cards, business letterheads, «nnounee. RA 
ments issued by life insurance com. 

panies for mailing to a membep, * 
clients and friends, and insurance i 
company publications in connection | all 
with publicity given its Round Table /~ 
members. Under the new rules, effe. A 
tive Nov. 1, 1959, the die may also }, 4 
used on calendar business cards, lif, han 
insurance proposals, tax letters, ney, 0s 
letters, and approved MDRT », rn 
nouncement cards. The die must Not a 
be used on envelopes, checks, pjj. 7. 
boards, pencils, matchboxes, blotters en A 
policy jackets, and similar advertising . 579 


Qualifiers To Get Rules 


As each qualified candidate jg 9. 
ficially notified of his membership ;,| Te 
the 1960 Million Dollar Round Tabje| {f° 
he will receive a copy of the new rul« and n 
governing insignia, announcemen 
cards and advertising. The new rulq 
will also be sent to all insurance com. also d 
panies and local life underwriter 4. G. Wee 


cover 


sociations. These rules will superseg: | “Pe 
those which appear in the constity.| "PP® 
tion and by-laws book used for 19} {t # 
qualification. rates 
benefit 

ais In h 

Average Prospect Needs| »«s 


’ - before 
Dollar Investments,’ No}| serien 


More Equities: Reeder |" 


LOS ANGELES—The average pn. 
spect for life insurance needs “dolla Berk: 
investments” today—not more equities a 
Howard C. Reeder, president of Con- Polic 
tinental Assurance, told a meeting of 
General Agents & Managers Assn. ae 

“I do not believe that our competi- pred 
tion is with the mutual funds, but is Paty 
rather, with savings accounts, govem- poten 
ment bonds and other forms of dolla deabilit 
investments,” Mr. Reeder said. He i 
not opposed to or infuriated at the 
inroads of the mutual funds, he noted 

Many feel that cash value life poli- 
cies can no longer be sold because oi 
these inroads and that all that is left 
is some type of term coverage. This i: 
to forget what “our real selling took 
are,” he said. “We can demonstrat 
that cash value life insurance perform 
better than other forms of dollar in 
vestments; interest on cash values i 
not taxable; savings in the form ¢ quired: 1 
life insurance do not lend themselve its sad 
to easy liquidation.” as first ( 

Mr. Reeder said that there is a plac cident 
for term insurance just as there is: Anothe 
place for retirement income insurance pital poli 
But, he said, the big market should bt give low 
in the ordinary life type plans for Mt coverage 
Average Man. without Fe 

“I have seen a million-dollar PI repylar 
ducer end up making $3,000 of con reduced r 
mission, their general agents maki} pp, Pr 
less than $1,500 on the same millio ing wider 
Volume is not the answer; it taéfrioho. pr 
premium dollars to pay commission maternity 
and unless we go after our fair shat ductible o 
of the public’s saving dollars, we GM} vit, surgi 
not expect to recruit the type of youl Provisions 
men we need. And the future of Min. 5 
general agent is not too bright umléif,,.. oe 
he can attract salesmen who will # 
not only insurance to provide deat 
protection but living protection 
well.” 


A ne 
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Predicts Forand Bill Passage 

Tri-City A&H Assn. at its Novem 
meeting heard Dr. O. J. Johnson Paid 
Bay City, a delegate to the Ament bus 
Medical Assn. convention, predict 04, 
the next Congress will approve “}.; 
Forand bill to extend hospital # riod 
medical benefits to social security wa 
sioners over age 65. 
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Credit A&S Rates Are 
lowered 12.5% By N.C. 


RALEIGH, N.C.—Commissioner Gold 


nas ordered a 12.5% reduction, effect- 
ive December 16, in rates on credit A&S 
coverage written in connection with 
gnall loans. This is the third reduction 
the commissioner has ordered since 
1955, when the rate was $3.30. 

The latest reduction was based on a 
review of experience for the period 
fom Jan. 1, 1958, through June 30, 
1959. The experience for companies 
operating throughout the period showed 
aloss ratio of 42.19%, while combined 
joss experience of all companies was 
31.57%, including loss adjustment cost. 


Loss Experience Dropped 


The companies argued that the dif- 
ference in loss experience between old 
and new firms resulted from lack of 
time for claims to accrue. 

The commissioner conceded this, but 
also declared, “From all the evidence 
of record, it is clear that the loss 
experience now under review has 
dropped. The commissioner finds as a 
fact that with the present loss ratio, 
rates are not commensurate with 
benefits received.” 

In his order, he notified the com- 
panies they are expected to file on or 
before August 1, 1960, their loss ex- 
perience from July 1, 1959, through 
June 30, 1960. 


Berkshire Adds New A&S 
Policies To Portfolio 


A new line of A&S policies for dis- 
ability income and hospital expense 
coverages has been issued by Berk- 
shire Life, including a non-cancellable 
disability income policy which is in- 
contestable after two years and has 
no average earnings clause on cover- 
age providing benefit periods of one, 
two and five years. 

A variety of tailored waiting periods, 
ranging from 7 to 360 days, is availa- 
ble and non-medical underwriting 
limits have been liberalized. 

Features common to both the non- 
cancellable and commercial policies 
are a disability definition based on 
insured’s occupation for up to five 
years; house confinement never re- 
quired; non-aggregate indemnity lim- 
its, and liberal optional benefits such 
as first day accident and lifetime ac- 
cident. 

Another policy, the Economy Hos- 
pital policy, designed by Berkshire to 
give low cost personal hospital expense 
coverage, is being offered with or 
without a surgical expense rider, no 
tegular maternity benefits and with 
reduced premiums at age 65. 

_ The Protector Hospital policy, giv- 
ng wider expense coverage at slightly 
higher premium outlay, pays regular 
maternity benefits and has a non-de- 
ductible or a $50 deductible provision 


‘|with surgi 
rpe of youll gical schedules of $250 or $500. 


Provisions common to both hospital 


right wnle licies are both accident and sick- 


Ness covered from effective date of 
the policy; policies guaranteed renew- 
dle for life, and coverages continued 
beyond age 65. 


ge flerson Standard Lite Paid-For 

. ohnson 4 28s Up 5% In Nine Months 

ne Ameri Paid business of Jefferson Standard 
predict ti € for the first three quarters to- 
approve 8 Aled $170,133,000, a 5% increase. The 
nospital 3 a 1 1n Insurance in force during the 
security I od was more than $81,444,000, 







minging total insurance in force on 


Pt. 30, to more than $1,885,315,000. tion to the face amount, up to age 65. 


NAIC Gives Anti-Trust 
Unit State Rule Report 


National Assn. of Insurance Com- 
missioners has submitted to the Sen- 
ate anti-trust subcommittee investi- 
gating insurance an 85-page statement 
on state regulation of the business. 
The report was prepared by the NAIC 
committee on preservation of state 
regulation of which Commissioner 
Knowlton of New Hampshire is chair- 
man. 

A history of NAIC is given in the 
statement and its success in establish- 
ing uniform state laws and in curbing 
unfair practices is outlined. State 
supervision and rate making are ex- 
haustively covered. The all industry 
rating laws and the philosophy on 
which they are based are analyzed. 
Emphasis is placed on the fact that 
mandatory bureau membership laws 
and so-called permissive laws, as in 
Virginia and California, though dif- 
ferent in operation, have the same 
objective—to allow maximum competi- 
tion. 

The statement stipulates that ocean 
marine insurers are subject to the 
same rules and regulations as other 
insurers, despite allegations that no 
supervision is exercised by states over 
marine companies because their rates 
are not subject to regulation. 

The statement on regulation is part 
of a complete report NAIC will make 
to the Senate subcommittee. Julius S. 
Wikler, former New York superinten- 
dent and now counsel to the commit- 
tee on preservation of state regulation, 
assisted in the preparation of the 
section submitted. 


Conn. General Lowers 
Group Pension Rates 


Connecticut General has lowered 
rates on group pension contracts 5% 
to 8%. The reduction, according to 
C. Manton Eddy, vice-president in 
charge of group. operations, was 
brought about by recent changes in 
federal tax laws and improved interest 
earnings. 

The company is also raising its 
guaranteed interest rate under new 
pension contracts to 34%. In addi- 
tion, it will increase the interest on 
credits given to policyholders when 
persons enrolled in pension plans ter- 
minate employment before retirement. 


Blue Cross, Blue Shield N. D. 


Rate Increases Are Denied 


Proposed increases in Blue Cross and 
Blue Shield group rates in North Da- 
kota have been rejected by Commis- 
sioner Jensen. Blue Cross asked for 
24% more and Blue Shield for 29, the 
latter on an 18% increase in doctors’ 
fees. Blue Cross said there had been 
a general increase in the cost of oper- 
ation and supplies. 

Assistant Commissioner Albers will 
investigate the increased costs and the 
plans have been asked to draw up 
new proposals showing more precisely 
where their expenses have risen. 
Revises Minimum Deposit Plan 

Continental Assurance has revised 
its minimum deposit plan, known as 
the executive estate builder, to con- 
form with regulations released by the 
New York department. The revised 
plan became effective Nov. 1. 

David G. Scott, 1st vice-president 
and actuary, said Continental’s new 
plan provides an improved dividend 
schedule over its predecessor and al- 
so provides a death benefit equal to 
the return of the cash value, in addi- 
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QUESTION 





*. 


WE SAID IT... : 


WAS: 


IS THERE ROOM IN OUR BUSINESS 
FOR “PART-TIME” UNDERWRITERS? 


g ANSWER WAS 


We believe that the issuance of part-time contracts 
to life insurance agents is unfair to the agent, the 
company, the institution of life insurance, and the 
public. Here’s why: 

The agent suffers because he cannot possibly de- 
velop the skills and the “career attitude” which are 
the ingredients of success. 

The company suffers because part-timers dilute the 
efficiency of the sales organization and require a 
disproportionate amount of administrative time and 
money. 

The institution suffers because public acceptance of 
life insurance depends upon a dignified, profes- 
sional relationship between agent and policyowner. 
The public, obviously, suffers because it is denied 
the high type of professional service which can be 
rendered only by full-time career underwriters. 
With the unanimous approval of our managers, we 
have translated these beliefs into action by discon- 
tinuing the issuance of part-time contracts. 


This series of advertisements first appeared in 1947. Since 
then, we’ve grown from $¥% billion to $2'4 billion in force. 
Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 
thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 


INSURANCE COMPANY 


HOME OFFICE: SACRAMENTO 








in a lump sum 


$2 
sily have from is vested 
A General Agent or Ager yank interest FOS genta sevice 
a ; + tied, 
h lusive, dign! 

through our exc z ° 1 
oer @ For additional working capita 

@ For business n.-¥ rotect your credit 

© To pay off inde chase, 


WAL GUARANTY CORPORATION 
2323 First National Bank Blidg., Denver 2, Colo. 


Gentlemen: Please send me plete, 
details on your exclusive service. | understand | am NOT 
obligated in any way. 






LOA 


000 to $100,090... 


rsonal 
7 For ae remodeling, etc. 


$ exclusi ’ 
ormation on thi ve ser vice, please call or 


confidential inf 


For complete, RENEWAL GUARANTY CORPORATION 5-2254 


2, Colorado res i 
7 Ida. ° Denver 4, pf t Specializ 
2323 First National Bank Bidg maine Service 10° 
a Se a et ee ee oy ny Life Underwriters 








*, fidential 





© GENERAL AGENT 


















of Life Underwriters 





Zone. State. 





CS awe =e ew ow oa © om ow ow om ow oo oe aw == «= 







































write ..« 





Member: National Assn. 








14 


FeNATIONAL UNDERWRITER 


Common Stocks Poor Bet For 
Pension Funds. Actuaries Told 


Common stocks do not fit into the 
operation of a pension fund as well 


as fixed income securities, according 
to Dennis N. Warters, president, and 
William M. Rae, 2nd _ vice-president 


and actuary, of Bankers Life of Iowa, 
writing jointly in a paper released to 
its membership by Society of Actua- 
ries for discussion at its annual meet- 


ing Nov. 9 at White Sulphur Springs. 





come securities, since the 


Since 1942, over 50,000 qualified re- 
tirement plans have come into being, 
and the total accumulated funds in 
all such plans having increased from 
$3 billion to $37 billion, according to 
Messrs. Warters and Rae. Practically 
all these plans provide benefits in 
fixed dollar amounts. While the funds 
were once almost entirely in fixed in- 
war the 


picture has changed because of the 
rapid growth of pension plans, the 
long-continued rise in common stock 
prices and the desire to hedge against 
further depreciation of the dollar. 


Hidden Risks Overlooked 


“The hidden risks involved in con- 
nection with the need for liquidity of 
pension funds, are overlooked by those 
who urge that a substantial part of 
each pension fund be invested in com- 
mon stocks,” the paper says. 

The cash flow problem is one of the 





WILLIAM M. FUREY, C.L.U., joined Berkshire Life on graduating from Yale University. He 
Supervisor in 1953. In 1958, he was appointed General Agent, becoming the fifth member 


became an Agent in Pittsburgh in 1949, and 










...as Vitality in Life Insurance selling. The Agent who can 
increase the one in order to balance the decrease of the 
other doesn’t have to worry about his future.” 


“We've both seen my own drive wane, Bill; yet, here at 
Berkshire I still feel important.” 


“You ave important! After all, it’s the experience of tried 
and proven Agents, applied to today’s sales problems, that 
contributes most to our company’s progress. The point of 
our Continuous Training Program is to keep you abreast 
of these problems so that you can maintain your personal 
production, and at the same time contribute to the success 
of younger, less experienced men. This is why Berkshire 
gives special recognition to experience like yours.” 


“So long as a man can see his experience being used, I think 


of his family to direct the Pittsburgh agency. 


you can count on his maturity as an asset.” 


“I agree. After all, Berkshire’s 108-year reputation for 
soundness and service to policyowners makes it a mature 
company. Out of this experience come the ingredients 
which have contributed so much to our progress, and make 
it a recognized fact that today Berkshire presents the 
greatest potential for per- 
sonal growth in the industry.” 


ERKSHIRE 


LIFE INSURANCE; CO. 


ab 







Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * A MUTUAL COMPANY « 1851 
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_ curred by pension funds when assets 
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major risks involved with pensig, 
funds, but one that has received littl, 
attention, because of the optimum 
conditions existing since the war, with 
most of the pension plans less thay 
20 years old. 

“Under optimum conditions, there 
is usually no cash flow problem dy. 
ing the first two decades or so,” the 
paper says, “but the cash problep 
arises at a much earlier date in th 
event of a serious recession, if em. 
ployment declines, if automation jg 
introduced, if the business fails 4, 
prosper or if the firm merges or terpj, 
nates.” 


Liquidation Means Losses 


The serious losses that can be jp. 


must be liquidated were illustrated jp 
the paper by a series of examples oj 
the effect of various conditions op , 
hypothetical pension fund. In the 
case of decline in employment, eye, 
under the optimistic conditions oy. 
lined, a serious cash drain was jp. 
dicated after a few years. 

Another example, citing a termina. 
tion of a plan after 20 years, with 
subsequent earnings at half the no. 
mal rate of 4% yearly, showed a huge 
loss accumulated over the ensuing 
years, meaning that the _pensione; 
would not have gotten the amount of 
benefits they were expecting. Ther 
is a continuous run of mergers anj 
terminations, it was said, far mor 
than people realize. 


Adverse Conditions Come Double 


It was pointed out by the author 
that, unfortunately, adverse conditions 
are apt to come in pairs. For exam. 
ple, when earnings of a fund are de. 
pressed, the firm may need to cut its 
contributions at the same time ani 
any necessary liquidation of securities 
must be made at a loss. 

“Pension payments are an inflexibl 
payroll and the pension fund must k 
considered a living fund,” the pape 
says. “Like all living things it ha 
day-to-day needs which cannot k 
postponed without disastrous results.” 

Another major. consideration in 
pension planning was said to be the 
conflict of interest between employe 
and pensioner, which complicates the 
investment problem. 


All Want To Be Sure 


“Prospective pensioners want to fee 
sure of their benefits,’ the paper con 
tinues. “The employer wants to knoi 
his liabilities now and over the year 
to come. A pension plan should pre 
vide security to employes and buil 
good will toward management.” 

Common stocks were said to be it: 
adequate for pension fund needs ft 
many other reasons, including unit 
vorable liquidation values at unfavor 
able times, unpredictability of income 
the historical record of comparativé 
yields of stocks and bonds over the 





years. It was indicated by illust 
tions that in the decade prior to Worl 
War II funds using common stock it 
vestments might not have been abl 
to meet cash requirements in 
years, 

Discussing the impact of mass Ps 
chology on common stock prices, 
question was asked, “Is it possible thé 
we may be overly optimistic today’ 


Jetterson Natl. To Pay 3% Interes! 

Jefferson National Life in 1960 
pay a minimum of 3% interest ° 
funds left on deposit for premium M 
ments and on dividends left to‘ 
cumulate. 
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LIFE INSURANCE EDITION 


One of Fanny Brice’s cleverest acts 
was to call The Man from Equitable 


Fanny Brice’s wit swept her through comedy suc- 
cesses on stage, screen, and radio. Her wisdom led 
her, among other things, to call The Man from 
Equitable. Like many other famous entertainers 
she wanted not only continuous protection, but 
guaranteed funds that could be used for emergen- 
cies, retirement, and so forth. Today more people 





are buying this Living Insurance than ever before. 
And more people are hearing about it, too—on 
DOUGLAS EDWARDS WITH THE NEWS, over the entire 
CBS-TV network, and on ouR AMERICAN HERITAGE 
on the full NBC-TV network. ©1959 The Equitable 
Life Assurance Society of the United States. Home 
Office: 393 Seventh Avenue, New York 1, N. Y. 


Living Insurance from EQUITABLE 
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: N 2d to the organization’s execu- 7 7 deposit sufficient cash at any tj iF 
Connolly President Of tions cammaetiaen, in addition to the new Lite Of North America after age 55 and after the policy ine C 


Southwest Actuaries officers, were E. H. Wagner, vice- Has Five New Policies been in force 10 years to provide 
Actuary Charles H. Connolly, South- president and actuary Republic Na- Life of North America has added $10 monthly life income under eithe To 
western Life, has been elected pres- tional Life; Richard A. Anderson, vice- to its portfolio five new policies—the a term certain or installment refung 
ident of Actuaries’ Club of the president and _ secretary Continental Keystone; the North America 35; five- settlement option. 
Southwest. Life, and Andrew Delaney, vice-pres- year renewable term; five-year con- $35,000 Minimum 
Also elected at the two-day meeting ident and actuary of American Gen- vertible term and a seven-year renew- 
held in Dallas were Joseph W. Hahn, eral Life. al term. : ee The North America 35, a non-partj. 
vice-president and actuary Great a _ The Keystone is a non-participating cipating whole life policy, is designg 
Southern Life of Houston, vice-pres- Directors of Continental Assurance life paid up at 95 policy, issued for for the larger quantity buyer. If i 
ident: and T. T. Chamberlain, con- declared the regular 25 cent dividend ages 0 through 75 and having a mini- jssued for face amounts of $35,000 op 
‘ Fort Worth, secre- and an extra of 20 cents, both payable mum of $2,000. A transfer of capital more and for ages 15 through 65 with 
Dec. 15 to stock of record Dec. 1. provision permits the policyholder to competitive premium rates. : 
The new five-year renewable ang 
five-year convertible term policies are 
also designed for the quantity buyer 
and have a $25,000 minimum. Both 


“VOICE” OF THE MEN FROM MIDLAND MUTUAL 


The seven-year renewable ter 
policy is available for face amounts of 
$10,000 or more and is convertible to 
any standard forms. 

All new policies have reduced rates | ade" 
for women on policies of $10,000 o wisdon 
more, with no reduction in cash ya. Gives § 
lues. 

North America also has a new ep. Mr. 
dorsement which makes it possible t) )™™ 
issue a family policy to a husband great ¢ 
and children in cases where a wife js and is| 
deceased, the parents divorced, or the tifie e¢ 
wife uninsurable. he exp 

great 


$500 Million In Force rng 
Attained By Maccabees |i" 


The Maccabees has attained $5 | at not 
million of insurance in force. The half }% 8 
billion mark was reached by a gain | p 
in sales for the first 10 months of }SMS¢ | 
10% over the corresponding period in | *i¢ P* 
1958. Po Sane 


Mutual Benefit's October 
Drive Nets $134,696,133 Has 


In Ordinary Life Business |,,; ;, 

Mutual Benefit Life agents wrote Republi 
$134,696,133 in ordinary business dur-] The 
ing October as part of the company’s] tended 
month-long’ sales campaign, _ the ing plar 
“Duel.” organizé 

For the purposes of the campaign, {ducted 
the field force was split up into twofvice-pre 
competing units, one _ headed by}duction 
Charles G. Heitzeberg, vice-presi-jsistant ' 
dent in charge of agencies, and an-rector, ¢ 
other led by William F. Ward, vice-fant trair 
president. Mr. Ward’s forces beste 
their opponents $71,727,786 to $42- San A 
968,347. Quota for the campaign wa 
$125 million. The total written wajHear ] 
more than $1 million over the 19% Look , 
campaign total. 


sulting actuary, 
tary-treasurer. 











H i ij i Leading agencies and their sub} How t 
Field committee plays key role in top-level planning Leading agencies and their st} 
nati, $7,274,010 and Nashem, Net ng 
To paraphrase an old saying—“Everyone talks about The Executive Committee provides an articulate to, eee ae ness ma 
the field’s point of view, but no one does anything “voice” for the entire agency force ...a direct means General American Liberalizes PAC Betis 
about it.” of communication with Company officers. It’s “busi- General Amesicen Lite Sanne “a s 
At the Midland Mutual, something is done about it. ness democracy” in action, working for the benefit of all. procedural liberalizations on its Pt fhospital 
Twice a year, company management meets with the If this philosophy of operation appeals to you, get in authorized check plan bis: be bolicies 
Executive Committee of the General Agents Associa- touch with Charles E. Sherer, C.L.U., Vice President, —— geod — Pes oli hen de’ 
tion for consultation on programs, problems and plan- Director of Agencies. Midland Mutual offers many op- cc ae cea oneal the saul 0 = 
ing. These are “shirt-sleeve” sessions at which field portunities for qualified men under its exclusive FOUN- secure the first month’s premium ailf., = 
thinking on major matters is thoroughly reviewed. DATION BUILDER program for new general agents, the PAC authorization card on 
livery. Additional policies will b 
available in all cases—whether duests f 
aoe? glee original policy is on a cash with # bitals sh 
; plication or on a C.O.D. basis. panies ay 


: MIDLAND MUTUAL a 


ay ptucted 
Midland Natl. Attains $250 Milli any 


Serving Personal Security Needs Since 1906 : 





Meg a LIFE INSURANCE COMPANY Midland National Life of Soi! 
Dis call Dakota has attained $250 million 4 Eric J 
256 East Broad St., Columbus 16, Ohio insurance in force. This was achievBger for 





: ahs : ? , by new business writings of *— genera 
mmediate agency openings in: Miami, Tampa, St. Petersburg, Jacksonville, Charlotte, N. C., Baltimore, Louisville, Chicago, Des Moines, Memphis, million in the first 10 months of tier, 
G ‘ile. Opportunities also available in other areas. year, a gain of 34% over 1958. 
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MONTREAL—Qualities of leader- 
hip, not the contributions of scientific 
eo development, will 
, control America’s 
non- i z 
is desigall destinies, and in 
uyer. It ; business as_ well, 
$35,000 nf leadership in office 
oh 65 bs and sales manage- 
Be ment. represents 
: the specific key to 
wabl 
policies I growth and prog- 
tity bul ress in the next 
num Ba decade, President 
perma Roger Hull of Mu- 
— tial of New York 
Hull told the annual 
coe _ meeting here of 
Vertible tg | AMA. 
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The basic ingredients of this kind of 
adership, he said, are justice, faith, 
wisdom and fidelity. 


Gives Science Full Credit 


Mr. Hull said he didn’t wish to 
minimize or deprecate in any way the 
great contribution that has been made 
and is being made in the areas of scien- 
tiie equipment and techniques, but 
he expressed the belief that there is 
geat danger that in the development 
of these new tools, management may 
slaee too much reliance on their ef- 
fectiveness. 

Management, Mr. Hull stated, is an 
art, not a science. He said people must 
je given proper motivation, enthusi- 
asm, pride of accomplishment and a 
snse of contribution, “for enthusi- 
astic people will do a better job, even 





Republic National 
Has Agency Seminar 


An agency executive seminar was 
held by the reinsurance division of 
Republic National at the home office. 
The 4-day school, which was at- 
tended by 45 life men, covered train- 
ing plans, sales techniques, and agency 
organization. The seminar was con- 
ducted by Clarence J. Skelton, senior 
vice-president and coordinator of pro- 
duction planning; Lyman E. King, as- 
sistant vice-president and training di- 
rector, and Charles D. Walters, assist- 
ant training director. 


San Antonio A&H Agents 
Hear How Hospitals 
Look At Health Policies 


How the hospital looks at A&S pol- 
ities was explained at the October 
meeting of San Antonio A&H Under- 
Writers Assn. by Ivan G. Nation, busi- 
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hess manager of the surgical unit of 
Ptist Memorial Hospital, San An- 
nio. 

Mr. Nation described the work the 
ospital clerk does in administering 
policies and forms. He urged agents 
when delivering a policy to make clear 
0 insured what services it covers. 
Asked why hospitals reject policies 
of some companies, Mr. Nation ex- 
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Leadership, Not Science, Is Key 
fo Growth, Progress, Says Hull 


with poor procedures, than unenthu- 
siastic people will do with good pro- 
cedures.” 

Mr. Hull also called for more en- 
couragement of creative thinking and 
more enlargement of individual oppor- 
tunities. “I firmly believe most people 
will rise to the challenge,” he said. 

He said the nine primary attributes 
a good leader should have are: 

1. The ability to attract people of 
top quality. 

2. The ability to train his associates 
—to transfer successful techniques to 
them and make them successful in 
using them. 

3. The ability to stimulate new and 
bigger personal objectives in his as- 
sociates. 

4. The development of a genuine 
interest in people and their personal 
problems. 

5. The ability to plan his daily work 
for maximum effectiveness and to fol- 
low the plan. 


6. The ability to set a good example 
and be a good adviser in the area of 
personal finances. 

7. The ability to operate as a good 
team man. 

8. The ability to distinguish between 
what is only pressing and what is 
truly important. 

9. The ability to face up to his prob- 
lems. 


Temporizing The Big Problem 


Stressing the importance of facing 
up to problems, Mr. Hull said, “I 
am convinced that the greatest menace 
to growth and progress in business is 
this human disposition to postpone, 
temporize or compromise with prob- 
lems that involve human beings.” 

“There is no satisfaction in medi- 
ocrity for anyone, employe or em- 
ployer,” he said. “When it is clear 
that a person is facing mediocrity in 
his job, the kindest thing we can do is 
to help him change his job.” 

Mr. Hull pinned responsibility for 
leadership—which he termed the “key 
to success”—directly on the agency of- 
ficer. 

“No one else can supply it ... he 
cannot buy it nor borrow it,” he de- 
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clared. “He who holds it has earned 
it by his own acts in relation to those 
for whose destiny he has accepted re- 
sponsibility. 


Authority, Possessions Don’t Count 


“In the final analysis, the test of 
the quality of leadership has nothing 
to do with personal authority or ma- 
terial possessions. The real test has 
to do with matters of justice, faith, 
wisdom, and fidelity.” 

Mr. Hull said America’s destinies 
will be controlled by the quality of 
leadership produced in its companies 
and the quality of leadership in the 
nation. 

“I am convinced,” he said, “that 
our greatest problems of the future 
are spiritual. The question is whether 
we as a people have the moral fiber 
to make decisions that are right rather 
than decisions that are expedient. 

“We hear too much today about 
rights, and too little about responsi- 
bilities. Only if we develop leadership 
capable of successfully developing cit- 
izenship responsibility will we be able 
to remain the bulwark of freedom 
which has in the past made us a great 
veople.” 





Relive their darkest and brightest moments through 


THE WEEK THAT SHOOK THE WORLD —the pre- 





ae 


... the people of the Twentieth Century: the people who made 
history, who saw it made, whose lives were shaped by it—this is the theme of Prudential’s 


award-winning TV series, THE TWENTIETH CENTURY, Sunday Evenings, CBS-TV. 







plained that policies are not accepted 
when the insurer fails to reply to re- 
muests for information. He said hos- 
pitals show no preference among com- 
paties and that clerks have been in- 
and ucted not to recommend Blue Cross 
250 Milli: any other coverage to patients. 
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Eric Joel, Santa Ana agency man- 
set for Franklin Life, has been cited 


gs of #8 general agent of the month for Oc- 
ynths of tober, 
958. 
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the camera’s eye On such programs as: 

THE MOVIES LEARN TO TALK — Garbo’s first 
words on film... Al Jolson singing “Mammy”... nostalgic, 
historic—with commentaries by Jack Warner and 
Lee De Forest 

THE SUICIDE RUN TO MURMANSK — the ver- 
batim account of this World War II adventure as told 
by a British skipper who lived it...as seen by American 
correspondent Walter Kerr who was a part of it 


LIFE INSURANCE + ANNUITIES 





* SICKNESS AND ACCIDENT PROTECTION 


lude to World War II...the seven days before the actual 
outbreak...radio tapes of America’s leading foreign cor- 
respondents...the dire predictions of what was to follow 
made by Edward R. Murrow and Eric Sevareid... 


... Significant, exciting shows—POLAND ON A 
TIGHTROPE, GOERING, AGE OF THE JET, MAN 
AND THE MOON, THE OLYMPICS. See them all 
on “THE TWENTIETH CENTURY,” Sunday evenings 
over CBS-TV. 


* GROUP INSURANCE 


209,10 HOSy 
C) %, 
> C) 





Prudential 


INSURANCE COMPANY OF AMERICA 


* GROUP PENSIONS 
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Nw National Sets 
Individual A&S 
Plans For Jan. 1 


Northwestern National Life will be- 
gin writing individual A&S effective 
Jan. 1. 

The company notes that its decision 
to enter this field results from an in- 
creased interest in personal A&S and 
from a long-standing conviction that 
this protection can best be provided 
by voluntary means through commer- 


FeNATIONAL UNDERWRITER 


cial companies. 

“Northwestern has written group 
A&S for 12 years. The addition of 
personal A&S to the company’s pres- 
ent product line means that its clients 
will have the benefit not only of 
protection against premature death 
but also against loss of income from 
accident or sickness,’ John S. Pills- 
bury, president, stated. 

The coverages offered will be writ- 
ten on a non-cancellable, guaranteed 
renewable basis. Basically, they will 
provide benefits for men or women 
for loss of income resulting from total 


disability caused by accident or sick- 
ness. In addition, there will be a ma- 
jor medical policy for men, women 
or families. Surgical expenses, accident 
medical reimbursement and _ hospital 
indemnity benefits will be available 
as optional coverages to the basic con- 
tracts. Northwestern also will have a 
new A&S plan for the young execu- 
tive or professional man. 

American Penn Life, which was 
chartered by the Pennsylvania depart- 
ment in July, has been licensed to do 
business in the state. 





“What’s new with the GO Company, Charlie?” 


© Snformation Ragarding 
BROKERAGE OPPORTUNITIES 
Contact Edward R. Nadalin 
Assistant Vice President and 
Director of Brokerage 


REPUBLIC NATIONAL LIFE Insurance Company « onus, teas 





“ACTION, Herman, lots of ACTION... 
Republic National Life is expanding 
its Agency program and opening up 
fabulous new opportunities for 
Brokers, General Agents, and Branch 
Office representatives.” 


Life « Accident * Sickness » Medical and Surgical Reimbursement « Hospitalization » Group * Pension « Franchise * Brokerage * Plus Complete Reinsurance Facilities 


November 14, 195 


Insurance Teachers 
To Hear F lemming 
At December Annuq 


Arthur S. Flemming, Secretary of 
Health, Education & Welfare, wil] be 
the featured speaker at the America, 
Assn. of University Teachers of In. 
surance annual in Washington, D, ¢ 
Dec. 28-29, at the Washington Hoty 
He will speak on “Social Insurance: 
Prospective View.” ; 

John S. Bickley, University of Tey. 
as, will be chairman of a symposiy, 
entitled “Current Developments and 
Problems in Insurance.” This is to } 
divided into four sections: “Healt, 
Insurance,” Robert R. Neal, gener 
manager Health Insurance Assn, 4 
America; “Social Insurance,” Robey 
J. Myers, chief actuary, social security 
administration, Department of Health 
Education and Welfare; “Property }p. 
surance,” Ambrose B. Kelly, generg| 
counsel Associated Factory Mutu) 
Fire companies, and “Life Insurance’ 
Eugene M. Thore, general counsel Lif: 
Insurance Assn. of America. 


Workshop Set For First Day 


A workshop concludes the first day’; 
events: “The Place of Insurance in the 
Collegiate Curriculum.” William 1 
Beadles, Illinois Wesleyan University 
is chairman; Leslie J. Buchan, Wash. 
ington University will lead “Oriep. 
tation,” and group discussions will b 
headed by John W. Cowee, Universit; 
of California; C. Arthur Williams Jr. 
University of Minnesota; John D. Long 
Indiana University, and Donald R 
Childress, University of Oklahoma. 

“Testing Techniques: An Analysis 
and Demonstration,” will start off the 
second day. Kenneth Black Jr., Geo. 
gia State College, is chairman, ani 
Robert J. Solomon, Educational Tes. 
ing Service, N. J., will speak. 


Schedule Research Seminar 


As is the case every year, a larg 
seminar on current insurance researc) 
will be held. John F. Adams, Temp 
University, is chairman, and subject 
include: “OASI Data—The Basis fa 
an Insurance Industry Employment 
Research Program,” Theodore Baker: 
man, Duquesne University; “Substan- 
tive Report of the AAUTI Censy 
Committee,” William Alrich, Univer 
sity of Florida; “Structure of the Lit 
Insurance Industry,” James L. Atheam 
University of Florida; “An Inquin 
Into the Administration and Securit 
Behind Anticipated Benefit Right 
Under Private Pension Plans.” Da 
M. McGill, University of Pennsylvani} 
“Union Members’ Opinions of Insu 
ance Fringe Benefits,” Ludwig A. Waé| 
ner, Duquesne University; “A Compar- 
ison of European and American Actt: 
arial Techniques in the Non-Life Ir 
surance Field,” David B. Houstoy 
UCLA; “Credit ‘Insurance in Texas] 
Kenneth W. Herrick, Texas Christi 
University; “An Analysis of the c 
Tnsurance Agent Compensation Struc 
ture,” Frank J. Schwentker, Unive 


sity of North Carolina; “Retiremel 
Counseling Programs in America 
Corporations,’ Michael T. Wermé 


California Institute of Technology, # 
“Current Problems of Cost Control 4 
Health Insurance,” William H. We 
del, Nationwide. 

William C. Greenough, preside 
Teachers Insurance & Annuity AS 
and College Retirement Equities Fu 
will be luncheon speaker on the fit 
day. His topic is “CREF—A Ret 
spective and Prospective View.” 

A business meeting will contld 
the meeting. 
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Every life underwriter who wants to be able to give his clients 
complete life insurance coverage. 


Naturally, our representatives have it to offer, for here at 
Acacia each policyholder is assured of getting “tomorrow’s pro- 
tection today”. 


Acacia’s “Guaranteed Insurability Agreement” with its built- 
in “underwriting savings credit” will make the exercising of each 
“option to buy” even more attractive and more valuable. Yes, 
G.LA. is just another of the many additions and changes which 
have resulted from Acacia’s “Operation Spotlight’, a continuous 
research program designed to keep our Agency Force in the best 
possible competitive position. 





ACACIA MUTUAL gf gan 
LIFE INSURANCE COMPANY 


“Where you get tomorrow’s protection today” 


51 LOUISIANA AVE., N.W., WASHINGTON 1, D.C. HOWARD W. KACY 
President 





28 


HteNATIONAL UNDERWRITER 


Editorial Comment 


perhaps already somewhat hesitant 
about taking the stock market plunge, 
will have his reservations further re- 
inforced by such warnings as the 
following from the book’s pages: 
“When you buy a new car or a 
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Stocks 


H. W. Cornelius of Bacon, Whipple ¢& Co, 
135 S. La Salle St., Chicago, November 10, 1959 
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Fewest Questions About Insurance washing machine you can examine Bis Aaa | 
* ; ; Nicos ees the merchandise, compare prices and ,.ina Life 79 bs 
It may be disconcerting to the in- inquiries about AMA activities; re- tej) fairly accurately if the dealer is Beneficial Standard... 172 gy | oth 
surance business to learn that of the quests for addresses or other data on asking a reasonable price. On the Business Men’s Assurance . 40 ae tS 
total number of requests received by specific executives or companies; or Snes: tend t - tifi Cal.-Western States ... 113 ug ves 
Ar sy rj ve M. > t A f : ° — b t b Ie tit] th oO er ana, an engrave stoc. certlil- Commonwealth Life ... 2114 2% how 
American Managemen ssn. for in- inquiries abou 00 itles, authors Gate making you part owner of a Counectiout eee . 363 J rout 
Ree ” : if A ‘ontine : 
formation on current management and publishers. bankrupt company looks just as im- Frrnilin Life on = oetui 
problems, insurance ranks lowest The inquiries dealt 39% with per- pressive as a certificate in a blue-chip Great Southern Life ... . 84 a. were 
weneaned eungects: On the other hand, ryan detain wrong management, company that has paid dividends since oo Se apaaaaee 2 a - 
perhaps the business should take com- 11% with finance, 10% with market- the dase of Abeahens tin” ia oe. 1440 wa W. 
fort from this statistic. Apparently ing, 9% with manufacturing, 6% with H he lif. wer t { Liberty National Life 63 65 j 
ae Bicgasoreets stg ere, the life agent can point out jise & Casualty ........ 23 gy *SUBE' 
insurance is giving management the office management, 5% with research that he. ewen more so than the car or Li cf Vick 50 b> 
fewest problems. From this it might and development, 4% with interna- wailing machine dealer, is offering Lincoln National Life 297 2 Col 
be assumed that the business—com- tional management, 1% with packag- ; 2 i : : National L. & A. ......... 108 apres 
. : 4 5 : 5 something which neither the boiler- North American, Il. . 15% 164 Ft Socie 
pany and producer—is satisfactorily ing, and 1% with insurance. There t Sam ta hi 1 Nw. National Life cs... 98 Big : 
taking care of the insurance needs were 13 inquiri bout kagi d itnnews 280 3 prin 
quiries about packaging an Ul nail t : : : 15 d) 
d blems of American business 12 about i man can—a really guaranteed invest- Old Line Life ............ svseses 65 Big J and 
peer vcenes . ee ee ment at a reasonable price—W.M.M. Republic National Life ............... be 3 | fit u 
and industry. Of the 12 requests for information Southland Life .ccmsnmsmennensen 94 % | fund 
American Management Assn. re- on insurance, three dealt with bene- — Ree. eee ae re ties s 
eently studied all requests for infor- fits, three with organization, two with United, Il. 49% AY 
mation during one month. There were principles of insurance management, D j eee, age oe ie cash | 
1,700 inquiries. Subjects were broken and one each with buying, coverages, er sona S Wisconsin National Life ......... 43 , pensi 
down into AMA’s divisional structure. pension systems, and self insurance. _ psi 
: é i : ’ there 
Several hundred requests were dis- —Kenneth O. Force, executive editor Travis T. Wallace, president of and dians S e n pwn 
regarded because they were general Fire-Casualty Edition. Great American Reserve, and of is in 
. Health Insurance Assn., has been oO ane 
7 appointed chairman of the executive 3 7 % Of | 0 such 
The SEC Ss Sales Aid committee of American Cancer Society. - ° ncome n The | 
Sometime this month the Securities prospect, who is weighing the pros Lif | earlie 
and Exchange Commission will launch and cons of stocks vs life insurance, Merton D. Custer, general agent of | e nsur ance recess 
a public information program which where any sort of reliable advice Massachusetts Mutual at Garden City, Qanagians last year put a higher | om 
life agents can put to good use in their might send him off in either direction, N-Y., has been elected a trustee of percentage of their income after taxes | "SS. 
contest with equities salesmen for the the telecast warnings could very well Hofstra College. into life insurance and annuity pre. bags 
investment dollar. The program—a tip the scale in favor of the fixed- - : Z miums than in any year since 1947, | 
ee f ; a Sam E. Miles, vice-president and The 1958 figure was 3.7%, the same co-aul 
series of spot announcements on radio dollar investment. secretary of Provident Life & Accident, in 1946 and 1947. In 1952 the rat, | ee 
and animated cartoons on TV—will Of course, the subtle implication js egnvalescing from a kidney removal ie Haste of 3.2 hy tack . i the n 
‘ . : . : = 4/0. . : | 
center on the theme Investigate Be- that all investment in the snek: anor operation. however, it was 4.4%. vestm 
fore You Invest. ket is a gamble, that there is no These figures are among many re- B 
In the TV drive, the main character guaranteed pie-in-the-sky in equities, Mrs. Scofield, Strong ported in the fifth edition of Canadian | 
will be “Wise Owl,” which SEC hopes will probably have to be explained tu 2 Life Insurance Facts prepared by C:- It’s 
will someday become as familiar as most prospects and clients. Since it Join Staff Of IAAHU nadian Life Insurance Officers Assn. | if the 
“Smokey the Bear,” symbol of the can be assumed that the SEC is hardly Hilda Scofield has been appointed ; The average size of ordinary pol- | comm 
Forest Service. Wise Owl, who will in the business of promoting cash- general secretary and advertising icies — during 1958 was $6, } squeez 
move into literally millions of Ameri- value life insurance, it will be up to Manager : _ a — gee egg ine Regione — poo bron be ——_ po * 
aah ; : } : a : ‘ a . , 
can living rooms via the video screen, the producer to pinpoint the implied rrr) ed HPs gece OO Judy was $3,590. are ap 
will warn viewers against stock swin- recommendation for his product. Foreman, who resigned to enter real Altogether, life in force with the | when 
dles and buying equities on tips and If, after several exposures to the estate. companies covered an estimated eight | depres 
rumors. radio and TV warnings, the client or New associate editor is Darrell million policyholders in Canada for } cut its 
Even though the program will sug- prospect is still undecided which way Strong, who succeeds Darrel Seng. nearly $39 billion of protection at the and a 
gest that amateurs buy equities in to jump, he can write the SEC for a Joseph McInerney and Joseph Massa- start of this year. ; : curitie 
known and trusted companies, it will leaflet that will further explain the Telli have joined the association as ad- The payment of benefits continued - 
still indirectly call attention to the many pitfalls waiting for dabblers in ministrative assistants. at . record oar 1958, with $463 “a 
: é i : Mrs. Scofield has been a claims Million being paid to Canadian fam- | numbe 
uncertainty inherent in any stock in- the stock market. The leaflet, SEC says, ; Men ah ir life i —— 
sania a ‘eas i= Mikal aad ; ~~“ assistant of Travelers at Chicago and ilies through their life insurance and 
as oppose o the fixe will be mailed to those requesting it. public relations director of Lutheran annuity programs. Of this total, $16 
dollar return of, say, ordinary life Because the leaflet will come from fyzome Finding Society of Chicago. Mr. Million was paid in death benefits and 
insurance. a truly disinterested, yet authorita- strong was with Cook County Inspec- the rest—nearly two-thirds of the to 
In the case of the fence-sitting tive source, the potential investor, tion Bureau. tal—went to living policyholders in 
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the form of matured endowments, an- 
nuities, disability payments, _ policy 
dividends and cash values. 

The net rate of interest earned on 
the invested assets of companies was 
4.66%. This rate was the highest since 
the general decliné of interest retums 
in the early 1930s. In 1928 the rate 
was 6.1%—typical of the high rate 
earned through the 1920s. 


Data On Indiana Insurers 
Current records of the Indiana de 
partment show that state to have 8 
legal reserve life companies, 9 assess 
ment life companies, 13 fire companies, 
3 fraternals, 17 casualty companies, 
multiple line insurers, 6 reciprocals 
and 1 special charter company. There 
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dutline Risks Of 
fquity Investments 
for Pension Funds 


The risks of using common stock 
investments for pension plans and 
now these plans can get into financial 
youble even during conditions of per- 
petual business growth or inflation 
yere outlined by D. N. Warters, presi- 
jent of Bankers Life of Iowa, and 
Ww. M. Rae, vice-president and actuary. 


Suggests Bonds Are Safer 


Collaborating on a paper which they 
presented at the annual meeting of 
society of Actuaries at White Sulphur 
springs, W.Va., Co-autho1s Warters 
and Rae suggested that stocks do not 
fit into the operation of a pension 
fund as well as fixed income securi- 
ties such as bonds. 

A great trouble-maker can be the 
cash flow problem which occurs when 
pension payments exceed the fund’s 
income. Under optimum conditions 
there usually is no cash flow problem 
during the first two decades the plan 
is in existence, the authors say. No 
one can. guarantee optimum conditions 
such as those since World War II. 
The cash problem arises at a much 
earlier date in the event of a serious 
recession, if employment declines, if 
gutomation is introduced, if the busi- 
ness fails to prosper or if the firm 
merges or terminates. When the prob- 
lem arises—and it will eventually, the 
co-authors emphasized—it puts a 
squeeze on the pension plan. To raise 
the necessary cash, pension fund in- 
vestments must be liquidated. 


Can Be ‘Double Trouble’ 


Its “double trouble” for the plan 
if the pension funds are invested in 
cmmon stocks and the cash flow 
squeeze comes when the stock mar- 
ket is down. The authors point out 
that, unfortunately, adverse conditions 
are apt to come in pairs. For example, 
when earnings of a pension fund are 
depressed, the company may need to 
cut its contributions at the same time 
and any necessary liquidation of se- 
curities may well have to be made at 
a loss. 

Messrs. Warters and Rae revealed a 
number of other shortcomings of in- 


Educator Rebukes 
Companies For Poor 
Agent Relations 


Companies were violently assailed 
as being responsible for their deterior- 
ating relations with agents by Archie 
Nichols, professor of insurance of 
Butler University, who addressed his 
remarks to members of Indianapolis 
A&S Assn. Delivering an iconoclastic 
but thought-provoking talk, Mr. Ni- 
chols scored everything from company 
advertising—calling it “uninviting, un- 
imaginative, undirected and undated” 
—to the human life value as an 
agent’s approach. 

The identity of companies and of 
agents is not one and the same, he 
charged, and the companies foster the 
duality. Companies are working to 
identify themselves with the buying 
public and leave the agent “swimming 
alone.” 

The first step in reducing the im- 
portance of the agent was the develop- 
ment of brokerage by major companies 
that once allowed only their own 
agents to sell their product. “Thus, 
since the public can now obtain the 
same product from almost any agent, 
the agent is of far less importance than 
the company.” 

Breaking the exclusiveness of prod- 
uct has been followed, he charged, by 
the development of strictly company 
products, such as credit insurance, 
which is sold direct to the buyer 
without the intervention of the agent. 


Little Mention of Agent 


“Look at insurance advertising,” 
Mr. Nichols urged. “It’s all about the 
company. The only mention of agent 
is a small line at the bottom, ‘See your 
agent. Who is the agent? Nobody 
knows. The company doesn’t care.” 

Companies have further reduced the 
power of the agent by hiring him in 
masses, the speaker asserted. As an 
example, he cited statistics from Flor- 
ida that show that in 1945, there were 
some 12,000 agents in the state as 
compared with over 70,000 by 1957. 
“This is professionalism?” he asked. 

The industry “thinks so much of its 
agents that it has more failures than 
successes,” he charged, “and companies 
refuse to pay the price necessary to 
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Home office on a hilltop: Aerial view showing progress of construction on 
National Life of Vermont’s new home office, which overlooks Montpelier. The 
five-story main building will have office space for 1,000 employes, twice the 
tumber on National’s Present personnel roster, and the parking area will 
*ccommodate more than 400 automobiles. A two-story annex, the structure at 
right in photo, will house a cafeteria, a lounge and other facilities. 
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Box 321, Northside Station 




















The Eyes of Foundation 
Are Turned Toward 


THE FUTURE 


To members of the Foundation Group, Tomorrow 
is as important as Today. With keen vision and broad 
perspective, members of this unique group are build- 
ing and planning their sales organizations to meet the 
opportunities of the future—a future when plans will 
become three-dimensional realities. 


FOUNDATION GROUP MEMBERS CAN 


CONCENTRATE ON GROWTH 
BECAUSE: 


They are provided with centralized home office serv- 
ices, freeing them of such details as accounting, 
tabulation, auditing, underwriting, policy issue and 
premium billing. 


MAKE APPLICATION NOW 
TO BECOME A MEMBER OF 
THE FOUNDATION GROUP 


Atlanta 5, Georgia 
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helps speed production... 
increase earnings with 
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*K Security's Planned Agency Development 


“Security's Planned Agency Development” program gives: 


Stuart C. Ferris, C.L.U. 
Agency 
Vice-President 


Development programs for career 

agents and agency gers with emphasis on the “how.” 
Field-tested visual and audio-visual aids. 

Contracts with high reward for quality production. 
Up-to-date policies such as LIPOA* for today’s buyer. 








e.eand much more! 


Security Life and Accident Company, with over 
$600,000,000 insurance in force offers quality plans in Life, 
Accident and Sickness, and Group. 


*LIPOA means Life Insurance Purchase Opti A 
or ‘’Guaranteed Insurability” — 


Life & Accident 
Company 


Security 


SECURITY LIFE BUILDING e DENVER 2, COLORADO 











22 


Thore Discusses Group At LIAMA Meeting 


(CONTINUED FROM PAGE 9) 


ership in each group certificate were 
completely vested in the taxpayer. 
If there is any doubt on this score, 
such doubt could be removed by es- 
tablishing a non-bank trust to hold 
the annuity contract. 

“Although a retirement fund, as 
distinguished from a retirement poli- 
can be established only through a 
administered by a bank, there 
prohibition in the bill which 


cy, 
trust 
is no 


would prevent a group of taxpayers 
from purchasing annuity contracts 
through a trustee arrangement with 
personal trustees. Under such an ap- 
proach, the trust instrument could 
make it perfectly clear that the trustee 
possessed none of the incidents of 
ownership and that these were all 
vested in the taxpayers. 
“Unfortunately, our action in seek- 
ing a clarifying amendment has been 
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interpreted in some quarters as a 
broad modification of the bill which 
for the first time would qualify group 
annuity contracts as authorized fund- 
ing media under the bill. As indicated 
by the history given above, group an- 
nuities have been very much a part 
of this legislation since 1951.” 

After discussing the competition 
which would develop for this business 
and the advantages and disadvantages 
to the taxpayer of the different ap- 
proaches under such legislation, Mr. 
Thore said: 


“Regardless of one’s attitude to- 





ANOTHER 
GROUP ADVANCE 
BY NATIONWIDE! 





















IATIONWIDE MUTUAL INSURANCE COMPANY e¢ NATIONWIDE LIFE INSURANCE COMPANY 


Mr. Samuel C. King (left) of Samuel C. King Agency, N.Y.C., 
with Dr. F. F. Bradshaw, President of Richardson, Bellows, Henry & Company, Inc., N.Y.C. 
Dr. Bradshaw’s firm is covered by Nationwide Group Insurance. 
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BIG case treatment for small 


writers prefer Nationwide— 


Group cases—that’s what 
you get with Nationwide’s 
Group Insurance Plans. 
No wonder so many Group 


for expert, local service... 
for special treatment of 
small Group cases (10 to 24 
lives) that saves you 
administrative time and 
expense...for outstanding 
new coverages at low cost! 


For further information, 
contact Nationwide 
Group Department, 

246 North High Street, 

Columbus 16, Ohio. 
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ward group contracts, in this areg We 
are dealing with legislation which in 
its very origin contemplaicd p 
created by groups of individual 
Through the efforts of the insurance 
business the legislation has been ex. |. 
panded to permit individuals to set Up 
their own retirement plans through 
the purchase of individual life ingy. 
ance or annuity contracts. Whethe, 
this individual approach will be more 
popular than the original associatig, f 
group approach remains to be Seen,” q 





















Hunt Ultimatum To 
Equitable Society: Pay 
Up Or Get Out Of Okla 


Commissioner Hunt of Oklahoma h,, 
ordered Equitable Society to pay ¢). 
245,648 in back premium taxes or Bet 
out of the state in 30 days. 

The company is the first to receiy 
such an ultimatum from the commis. 
sioner since he began his drive lay 
spring to corral the $3,251,216 whic, 
he claims almost 80 foreign insure 
owe the state in premium taxes dating 
back to 1954. The order came after; 
hearing had been held by the Oklahom; 
department on Equitable’s case. 

Sole issue involved is whether » 
annuity policy is insurance upon whic 
Oklahoma law levies a 4% premiu 
tax. Until now, the state collected on} 
from life and A&S premiums. é 

As support for his stand, Commis. 
sioner Hunt cited the legislature’s pr. 
solution commending him for his z. 
tempt to collect the taxes. He further 
pointed out that if the legislature 
intended to exempt annuity premium 
from the tax, it would have done yf ‘ 
during the last session after he calle 
for the taxes. 

The commissioner held a hearing 
for Metropolitan Life in September, 
He claims that company owes the 
state over $1 million. Insurers owing 
smaller amounts have already paid o 
have posted bonds with the commis 
sioner under which they can continue 
to operate until the back-tax issue is 
finally settled. Robert D. Allen, chic 
counsel of the department, predicted 
the state supreme court eventually 
will have to settle the matter. Di } 


Miss AéH Contest Being 
Conducted By IAAHU 


A contest for Miss A&H of 1960 i 
being conducted by International Ass. 
of A&H Underwriters. The winner wil 
reign at the IAAHU convention, Jur 
16-18, at Chicago. 

The contest is being judged on: 
cumulative basis with a winner being 
chosen every month. The monthly 
winners are awarded a suitably e- 
graved loving cup and are eligible fo 
the 1960 title. Shirley Ann Kru 
North America Assurance of Virginit 
is Miss A&H for October, and Bonnie 
Hoffland of the Carpenter agency 0 
Mutual Benefit H.&A. at Aurora, Il. 
is the -November winner. 


unpre¢ 
and st 
consun 
So it 


Mass 
maxim 
certain 
limit f 
througl 
month; 
month, 
per mo. 
Previ 
$400 ine 
30, and 
through 
Also 

limit fy 
providir 
income 

providin 


Nationc 
First Ni 
Natior 
the first 


Aetna Life Interest Rate 
In 1960 Boosted To 34% ag 


Aetna Life has increased the ltt) > al 
interest rate on life policyholdes a 16 
funds from 3%4% to 344%, the secmnif "se to $ 
such rise in as many years. The tei 
rate will apply to dividend ac New Ac 
tions on participating policies andt*] tT). ; 
payments falling due during 196) Bfisher a 
proceeds of both participating and 008 Dallas by 
participating policies left with the Cf Fisho, is 
pany. __ tas been 
Aetna has also allocated $6.2 mill@fang incu, 
for dividend payments during 1960 find in a) 
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O'Leary Convinced Inflation Is Not 
Inevitable, But Danger Still Exists 


1€ ‘nsurane | Recent economic devel 
ne é : opments have has n i i 
i Pe he increased the conviction that inflation be ao si — ae 
“a throug can be picker and against it.” ail ascii 
1 lite int Be iilar stan The keystone of a successful fight 
ts. When tthe pile: 1h against inflation, Mr. O’Leary said, is 
an a = . one the preservation of a responsible and 
associa 0 ete A independent Federal Reserve System 
to be a of ¢ eet 7 empowered to regulate the country’ 
.” I searc ae n- money supply toward the objectiv “tee 
gance Assn., said sustainable economic pons The 
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other four points in th i-i 
e anti- i 
battle he listed are: =e 
—Bringing federal s i 
pending under 
better control and the operation of the 
reebieneet be a budgetary surplus 
riods of prosperit 
eis p y such as the 
—Restoration to the U.S 
»S. Treasury 
of the freedom to carry out its fi- 
nancing and debt management opera- 
tions in a manner so as not to ag- 
gravate the inflation danger and if 
possible to help alleviate it. He cha- 
racterized the recent refusal of Con- 
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_— to lift the interest ceiling on 
ong-term government bonds the one 
great dark spot in the campaign 
against inflation. 
—Development of a m 
ore respon- 
a collective bargaining Penni rcoen 
labor and management to the end 
be _— and fringe benefits are 
eld within the limit of ivity 
ae productivity 
—Development of a bet 
) ter under- 
standing by the public of the inflation 
process and a willingness to take ac- 
tion to defeat it. 





at the annual din- 
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ner of Connecticut 
Lie Insurance & 
qrust Council. At 
the same time, 
however, Mr. O’- 
Leary warned O'Leary 
against any complacency that the dan- 
ger of further inflation was over simply 
pecause of the high degree of stability 
in living costs over the past year, and 
outlined a five-point public and private 
action program to hold inflationary 
forces in check. 
Many economic analysts have come 
around to the view that further infla- 
tion is not inevitable and can be 
halted, and a growing number believe 
the danger of more inflation has al- 
ready passed, Mr. O’Leary noted. Pro- 
gress has been made and the future 
looks more hopeful than it did a few 
years ago, but this doesn’t mean the 
threat can be dismissed, he said. 
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Upward Pressures May Resume 


Noting that the general price level 
in the past year and one-quarter has 
been reassuring, he added, however 
“As we look ahead in the next several 
months, there are good reasons to fear 
that the upward pressure on the gen- 
eral price livel may resume. We are 
beginning to have some of the main 
ingredients for rising prices. These 
are, in the main, very high employ- 
ment of labor and other resources 
unprecedently high personal incomes 
and strong demand pressures in the 
consumer and capital goods industries. 
So it is my conclusion that inflation 


*american H 
present agencies, is oe 
program. In 13 other states it 
agencies—Ohio is next—an 

to do a good job and a big one. 


d a heari 

' Septaaie growing onap 
y owes the 
surers owing 
eady paid or 
the commis 
can continue 
-tax issue is 
Allen, chief 
nt, predicted 
t eventually 
ter. 


asset — to yoursel: 
. We know, 
d, specialize 
iness with 


most valuable 
local reputation 





Massachusetts Mutual Ups 
Disability Income Limits 
Massachusetts Mutual has increased 
maximum disability income limits on 
certain age groups. The new maximum 
limit for standard male risks age 21 
through 45 is income of $500 per 
puny - 46 through 50, $400 per 
onth, and age 51 through 

per month. or 
Previous maximum amounts were 
$400 income per month, age 21 through 
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LIAMA-LUTC To Make $200,000 Survey Of Consumer Attitudes 


from any one project, but we are 


(CONTINUED FROM PAGE 1) 


insurance is perceived by the public? 


struction of the approach, sales talks 


hopeful that the results will be good Do we really know why we sell only and the content of training courses, 


enough and promising enough that 


13% of our volume at ages above 45? 


besides providing much help to those 


you will compel us to continue with Do we know the kind of selling the responsible for advertising and public 


further studies. 
“We all pay lip service to the im- 
portance of knowing what the buyer 


buyer likes best? The kind of agents? 
“A great mistake that has been 
made and is being made by most busi- 


relations in their respective compa- 
nies. 
A new edition of the aptitude in- 


wants and then giving it to him, but nesses, is the assumption that inas- dex is now required, said Mr. Wood. 
actually we do little about it. Do you much as salesmen are out conatcting Work on it has been completed for 


want proof? 


the public, they naturally know what 


Canada and practically so for the 


“Outside the industry—how about the public wants, and that the home United States. Its predictive value is 


the misjudging of the buyer desires 


office will hear about it. This, of 


considerably improved over the one 


by the large automobile companies?’ course, is nothing but folklore. For in use now, he said, but this improve- 
The cost of this failure is added for- example, how many times have you ment could soon be diluted by scoring 
eign competition, the rebirth of a do- attempted to find out what your own errors made in the field. 


mestic company, the rambler, and 
tens of millions of profits. 

“Inside the industry—do we really 
know what the buyer wants from us? 


agents believe the public wants? And 
if you tried, did you succeed in learn- 
ing anything? No, because the agent, 
if a successful one, is busy selling 


“The greatest improvement will 
come about if the scoring method re- 
mains unknown to those administering 
the test,’ he said. “This requires a 


Is it what we are offering him? Or is what he has. He is not attempting to central scoring center. We have made 


there a latent demand for certain 
changes in our merchandise? Do we 
know how inflation, mutual funds, 


do an objective research job.” 
Mr. Wood said there are many pos- 
sible avenues of interest in these 


a tentative decision to use a central 
scoring center.” 
The main  disadvantage—though 


and life insurance are perceived by studies. Both LIAMA and LUTC hope probably largely mental—is that the 
the public today? Indeed, do we that some light can be thrown upon recruiter has to wait a couple of days 
know how the savings function of life some basic theory for use in the con- for the score, Mr. Wood remarked. 


However, the plan is to have a 





@ se 
ire ofd® ® « 


After 10 years... what? 


Brokers’ commissions generally come to an abrupt halt 
after the tenth year. But not at Occidental. 


After the usual vested commissions cease, we pay 5% on 
all guaranteed renewable Accident and Sickness plans 
(including our hospital plans which are renewable for life) 
as long as you service the business satisfactorily. 

No minimum. No production requirement. 


After the usual vested commissions cease, we pay 3% 
on most life plans. It takes only $500 of paid 
premiums in a calendar year to qualify for lifetime 
renewals on that year's business. 


Ask your nearest Occidental office for details. If you're 
not getting lifetime renewals on your surplus business, 
your commission income is stopping too soon. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


“quickie” test given, so that one out 
of five will take the complete test. 
eliminated on the spot. Only four out 
of five will take the complete test. 

Since it will not be possible to in- 
troduce the new test to all member 
companies at once, LEAMA has ac- 
cepted the invitation of the Canadian 
companies to start with them. Accord- 
ingly, the new procedure will be in- 
troduced in Canada by March 1. For 
the present, French-speaking recruits 
will use the present test, which is 
working satisfactorily, but they will 
be included as soon as it becomes ad- 
visable. 


U. S. Will Be Next 


Assuming the success of the new in- 
dex in Canada, LIAMA hopes to in- 
troduce it in the United States about 
this time next year—with proof that 
it works well. 

Frequency of visits to member com- 
panies by LIAMA consultants has 
been improving, Mr. Wood reported. 
During 1958, only one out of four 
companies received a 2-day call. This 
year half the companies received such 
calls. For 1960, men have already 
been engaged who will make it pos- 
sible for every company to have a 2- 
day visit from a consultant. 

Also, LIAMA now has enough staff 
so it need no longer refuse requests for 
extra schools, special company schools 
and special consultation jobs. More 
schools have been scheduled for 
agency officers, and it will probably 
be necessary to schedule six of these 
for next year. If that is done, by this 
time next year from two-thirds to 
four-fifths of all member companies 
will have had one or more agency of- 
ficers attending at least one of these 
schools since their inception, said 
Mr. Wood. 

Mr. Wood also gave some figures in- 
dicating that distress over the sup- 
posed greater sale of term insurance 
is unwarranted. These will be reported 
in a subsequent issue, as will a num- 
ber of talks that it was impossible to 
include in this issue for lack of space. 


Equitable Of lowa Reports Gains 
New business of Equitable Life of 
Iowa for October amounted to $15,- 
201,751, bringing the total for the first 
10 months to $156,507,507, a gain of 
11.6% over the corresponding period 
in 1958. Life insurance in force at 
the end of October increased to $1,- 





704,472,217. 
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Crawford Is Chairman f 
Of All States (Ala.;; " 


Horn Named Presiden; 


MONTGOMERY—AIl States Life « } ne 
Alabama stockholders, at their anny § yp 
meeting in the home office oi Souther, pri 
United Life, elected W. O. Crawfoy | 
chairman and James H. Horn preg. J pe 
dent and a director. sec 

Mr. Crawford is president of South. | we 
ern United and, until his election ,] - 
chairman, was president of All States poli 
Mr. Horn, a former insurance ¢om.} sho 
missioner during the Folsom adminis. | du: 
tration, is also vice-president of South. | “ba 


ern United. tect 
All States is principally owned },] - 
Southern United, and operate; | whi 


throughout Alabama, while utilizing secl 
the home office facilities of the paren: | the 
company. eS 
= stan 

Interstate Life & Accident}, tion 
drawn attention to its golden anj.J — 
versary with an outdoor advertising pub! 
campaign, which includes 500 pjj.J 20” 
boards located in 120 markets in thy} burc 
11 southern states where it is j.} buti 
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OASI Should Get Broad Review, Peterson 
fells Society Of Actuaries’ Convention 


(CONTINUED FROM PAGE 2) 


needs, the capacity to save, demands 
ypon our production and the role of 
private re tirement plans.” 

Among the problems which should 
be included in any study of social 
gcurity, according to Mr. Peterson, 
were: 

—Development of a clear national 

licy as to the role social security 
should play, including solution of the 
alusive problem of what constitutes 
“pasic need” and “basic floor of pro- 
tection.” 

—Determination of the best way by 
which a correct image of the social 
security system may be presented to 
the “man in the street.” 

—An effort to gain a better under- 
¢anding of the nature and implica- 
tions of our method of financing. 
—Examination of the desirability of 
publishing periodically the entry age 
normal cost, and, in order to show the 
burden to be borne by future contri- 
butions, the changes in the unfunded 
liability. 

Future National Income 


—Study of what part of our future 
national income may be soundly com- 
mitted for the benefit of the older 
segment of our population. 

—An appraisal of the income tax 
treatment of social security contribu- 
tions and benefits. 

—An examination of the question 
of whether a direct subsidy from gen- 
eral revenues will be necessary to make 
the financing of the present level of 
benefits popularly acceptable. 

—A study of what should be the 
respective roles of a national compul- 
sory pension system and private pen- 
sion plans. 

Pearce Shepherd, vice-president and 
actuary of Prudential, said in his presi- 
dential address that actuaries of the 
nation comprise a powerful force for 
sound intelligent guidance through the 
problems that civilization faces today. 


Training In Mathematics 


“It is not surprising to us that more 
aid more of these problems are re- 
ferred to mathematicians for solution, 
including the design of a guided mis- 
sile, next year’s automobile or the 
most probable sales of a new product 
ina new market area. And we know 
matical disciplines helps to form minds 
even better how training in mathe- 
capable of sound, logical judgments in 
areas where it is as yet not quite pos- 
sible to reduce the problem to simple 
mathematical terms.” 

Referring to the great pressures to 
take on hard-to-measure and distant 
obligations through government agen- 
tie, Mr. Shepherd said, “How very 
important it is that we, who are skilled 
in the evaluation of future payments 
dependent on probabilities for which 
there may be little or no statistical 
support, examine carefully the as- 
sumptions advanced and warn of the 
dangers of the first wrong step.” 


Russia’s Social Security System 


The Soviet Union has a comprehen- 
sive and effective social security sys- 
fm, contrary to the view popular in 
his country, Robert J. Myers, chief 
of the Social Security Ad- 
ation, said in his paper. 

. Myers, who was one of a five- 
group visiting the U.S.S.R. last 










fall to Study social security there, said 
practically everyone comes under 
Soviet program of medical care, 


but that roughly 40% of the popula- 
tion, mostly farm workers, is not in- 
cluded in the pension system or the 
cash sickness benefit system. 

The pension benefits, he reported, 
are at a level equal or higher than 
comparable U.S. payments. The Soviet 
system, while basically a compulsory 
government program, also includes a 
growing share of voluntary elements. 


U.S.S.R. Life Insurance 


About 10 million Russians own life 
insurance and accident insurance, the 
average life insurance being about 
5,000 rubles, or somewhat more than 
six months’ average earnings. Life 
insurance is voluntary, sold by about 
40,000 agents, and is largely short-term 
endowments. 

Norman Brodie, associate actuary of 
Equitable Society, and William J. 
November, vice-president and actuary, 
presented a paper on a new table of 
accidental death rates suitable as a 
standard for double indemnity policy 
reserves. 


Elliott Is New Head 
Of Ill. Round Table, 
Succeeds Mullins 


(CONTINUED FROM PAGE 4) 

said he has observed that most agents 
are not well enough versed in the 
basics of life insurance selling. They 
tend to get ahead of themselves. He 
advised less speed and_ suggested: 
“Learn to do the common thing un- 
commonly good.” 

He related four football stories ap- 
plicable to the basic points of selling, 
which included using the precise words 
that express. the meaning so it is 
understood by the person listening; 
how to say things; motivation, and 
perseverance. 

In talking a man’s language, be able 
to give examples that apply to his 
business, he declared, but to be sure 
these are correct. This method will be 
eminently more understandable than 
the use of such technical terms as 
non-forfeiture values and the like. On 
how to say things, an agent must be 
somewhat of an actor and combine 
this with the power of enthusiasm. 
“What one idea about selling life 
insurance can you get really excited 
about?” asked Mr. Lambeth. Person- 
ally, he stresses that the increase in 
cash value is more than the premium 
in six or seven years. 

On motivation, he said the agent 
should not be afraid to talk to a man 
about death. “You should talk specifi- 
caily and directly about death to him. 
And stay on the target; have a plan 
and stay with it. Don’t be afraid to set 
goals for fear they might be missed. 
Don’t settle for being Mr. Average 
Underwriter.” 

Using the letters MDRT, he sug- 
gested the following labels: motiva- 
tion, dynamic, right word and target. 

Mr. Mullins as retiring president 
was given a certificate of appreciation 
from ILRT. 


Mutual Benefit Life Wins 
Freedoms Foundation Award 


Mutual Benefit Life and the U. S. 
Junior Chamber of Commerce have 
been presented with the Freedoms 
Foundation’s George Washington hon- 
or medal award for their co-sponsor- 


tional writing and speaking contest. 


The contest was conducted in more 
than 2,000 communities and was par- 
ticipated in by over 50,000 high school 
seniors. Their entries dealt with the 
importance of self-reliance and indi- 
vidual initiative in developing a per- 
sonal philosophy of security as op- 
posed to reliance on government and 
others for one’s security. 


Ky. Department Jumps 
On Pioneer L.&C. 


The Kentucky department has is- 
sued a press release lambasting Pioneer 
Life & Casualty of Gadsden, Ala., for 
“attempting to obstruct my (Commis- 
sioner Thurman’s) efforts to require 
credit life insurance be reasonable in 
relation to benefits provided.” 

The department has gone to court to 
get an injunction to halt the “obstruc- 
tion.” 

Mr. Thurman’s release states he is 
“sickened at the actions of insurers 
whose approach to business is moti- 
vated by the $ mark rather than a 
desire to furnish the public a needed 
service.” 
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NALU'’s President No 

Longer A Bachelor 
William S. Hendley Jr., president 


of National Assn. of Life Underwriters 

and longtime agent of Mutual of New 

York at Columbia, S. C., and Mrs. 

Willie B. Taylor Edgerton of Columbia 

were married Nov. 7 in the chapel of 

St. Martin’s-In-The-Fields Episcopal . 
Church at Columbia. 

Mr. Hendley cancelled his scheduled 
talks Nov. 6 and 7 at the Illinois Life 
Underwriters Assn. meeting and the 
State Sales Congress, both at Peoria, 
where Gerhard Krueger, Equitable of 
Iowa, Chicago, the state association 
president, substituted for him. The 
NALU* president was on hand, how- 
ver, to’ give his talk Wednesday at the 
LIAMA annual meeting in Montreal. 
Rumple Addresses Ind. Agents 

Robert E. Rumple, assistant secre- 
tary and claims manager of Lincoln 
National Life, addressed the Novem- 
ber meeting of Indiana Home Office 
Underwriters Assn. at Indianapolis. He 
discussed “Life Insurance Death Claim 
Procedures.” 





Compare... 


Always a leader in low-cost annuities 


Crown Life of Canada 


for the second time in ’59 
gives you new 
annuity rates... designed 
to eliminate competition 


yes, look anywhere and compare 





Life Only 
Life (Guaranteed 10 years) 
Life (Guaranteed 15 years) 





To provide $10.00 a month immediately 


Age 60 
Male Female 
| $1,673 $1,906 
1,761 1,951 
1,868 2,014 











ship of the “My True Security—The 
American Way of Life” project, a na- 
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---it comes | 
from Name... 
CROWN [| “ 


And outstanding discounts for volume... 
$5.00 reduction per $10.00 monthly for $50,000 of premium 
$10.00 reduction per $10.00 monthly for $100,000 of premium 


The Crown Life of Canada... 
has fully integrated brokerage facilities in your best interests. 


Get your Life Kit Today 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


full P/S Rate Book. 
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Divorcee Can’t Touch 
Ex-Mate’s Cash Values, 
Washington Court Rules 


OLYMPIA, WASH.—The cash sur- 


render values of insurance policies 
cannot be reached by garnishment, 
the Washington state supreme court 


has ruled. 

The high court reversed a decision 
of a county superior court which had 
ruled that a divorced wife could ob- 
tain the cash surrender value to make 


up for her former husband’s failure 


FieNATIONAL UNDERWRITER 


to make alimony payments. The case 
stemmed from a 1954 divorce action, 
and the wife subsequently sought to 
recover the delinquent amounts by 
writ of garnishment against the policy. 


Substantial Reductions For Aetna 
Lite Single-Premium Annuity Rates 

Aetna Life has inaugurated sub- 
stantial reauctions in single-premium 
annuity rates. The reductions vary 
according to the type of plan and the 
state where issued. Commission rates 
have been increased to 212%. 


James H. Horn Says 
Story On Suit Gave 
Wrong Impression 


Use of the word “accused” in a news 
item in THE NATIONAL UNDERWRITER 
for Oct. 10 about a suit against for- 
mer Insurance Superintendent James 
H. Horn of Alabama gave an incorrect 
and unfortunate impression, Mr. Horn 
has informed THE NaTIONAL UNDERWRI- 
TER. 

Mr. Horn now is vice-president of 
Southern United Life and of Southern 
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The 
Manhattan 


Life’s New 


Adjustable Whole Life Policy 


In this fast-changing world isn’t it harder than ever 
for a policyowner to tell what his most important 
future insurance need will be? Why ask him to pre- 
dict or guess his future needs? 

The Manhattan Life’s New Adjustable Whole 
Life Policy has built-in guaranteed 
future flexibility. It's the modern 
policy to meet modern conditions. 

Add a Manhattan Life Rider to 
this outstanding new plan and the 
flexibility increases, along with the 
low cost protection. 

At the start, there’s a reduced 
premium for the first two policy 
years . . . just one of many appealing 
features. Then, when the premium 
increases slightly, dividends, as de- 
clared, may be used, if desired, to 
reduce the premium, so that chances are the net 
premium (premium minus dividend) will remain 
appealingly low. 


Limited Payment Life Option 
After the policy has been in force five years, the 
policyowner may decide he’d like to have a Limited 
Payment Policy, which after a certain number of 
years will be paid-up with no more premium pay- 
ments. He may have just that by paying a little 
more premium. He has five years in which to 
decide. 
Retirement Income Option 

When he is 55 or more years old, and the policy 
Waiver of Premium is included 


without specific extra charge in all 
standard policy issues. 


Our 2nd 
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has been in force at least ten years, he may, if he 
wishes, surrender the policy and receive a monthly 
life income. 

At the same time, he may, if he wishes, arrange 
to provide 


Additional Life Income 
Suppose he'd like more monthly life 
income than provided by surrender- 
ing the policy. He may have it by 
paying The Manhattan Life in one 
sum an amount to increase the 
monthly life income to $10 per 
$1,000 of insurance on the Insured’s 
life alone or $7.50 per $1,000 of 
insurance on the Insured’s and one 
other life, with monthly income con- 
tinuing to the last survivor — an ideal 
arrangement for husband and wife! 


It’s Participating 
Dividends, as declared, may be used to reduce the 
premium, left to accumulate at interest, to purchase 
additional paid-up insurance, or paid in cash. 


Ask The Man From Manhattan 
About These Features... 
Wide choice of Settlement Options, not just one or 
two. @ Depending upon amount of policy and age of 
applicant, policy may be issued on non-medical 
basis, that is without a medical examination. Ask 
for complete information. @ Issued to women and 
they are eligible for Waiver of Premium Benefit on 
same basis as men. 


Sub-Standard Issues Considered to 
1,000% Mortality whether the Applicant 
is a man or a woman. 


of NEW York, 


Home Office: 111 West 57th Street, New York 19, N.Y. 


The Adjustable Whole Life Policy is available in 
most of the States in which the Company operates. 
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United, Inc., the latter being @ holdj 
company that owns all the stock g 
the life company. 

The item said he and others ha 
been “accused” in a $691,848 suit og 
gross mismanagement and neglect jp 
the operations of the two companies, 


Action Is Civil Suit 


Mr. Horn said that even though the 
news item made it clear that a ¢iyj 
suit and not a criminal prosecutig, 
was involved, the word ‘“‘accuseq 
would give rise to incorrect inference 
because it “ordinarily means a charge 
or imputation of the commission of , 
crime or immoral or disgraceful cop. 
duct or official delinquency.” 

As to having “engineered” anything 
while insurance superintendent, as 3). 
leged in the complaint and _ reporte 
in the news item, Mr. Horn called this 
“an unsupported allegation on infor. 
mation and belief,” and added: “Eye, 
this falls far short of being the accy. 
sation of a crime or immoral condyq 
or official delinquency.” 

Concerning paragraph 48 of the com. 
plaint, which contains the “engi. 
neered” allegation, the respondents 
answer states: 


The respondents specifically deny the alle. 
gations of paragraph 48. They deny that the 
respondent, James H. Horn, had any conneg. 
tion with the respondent, Southern Unite 
Life Ins. Co., during the negotiations for th 
purchase of the industrial insurance busines 
from American Life Ins. Co. They aver thy 
the purchase of said business was recon. 
mended to the respondents by J. P. Atherton 
the agent and associate of the complainant 
who is supposed to be an experienced actuary 

They admit that after the expiration of th 
term of office of James H. Horn as superip. 
tendent of insurance expired, some eight 
months after the completion of the purchay 
of the industrial business from American Life 
Ins. Co., the said James H. Horn was employe 
by Southern United Life Ins. Co. They deny 
that James H. Horn, as an official of Southem 
United Life Ins. Co., had any part in the pur. 
chase of said industrial insurance business 
from American Life Ins. Co., and they deny 
the conclusions that the purchase of such 
business was gross mismanagement or gros 
negligence, but, to the contrary, aver that the 
purchase of said business increased the month. 
ly premium income of Southern United Life 
Ins. Co. and that said purchase was recom- 
mended to the respondents by the complain. 
ant’s agents. 

Mr. Horn also said the news item 
was inaccurate in saying that W. Clyde 
Jennings, former chairman of Southem 
United, who brought the suit, “still 
holds a large block of stock,” whereas 
he actually owns less than one-third 
of 1% of the stock of Southern United, 
Inc., which owns 100% of the stock of 
Southern United Life. 

The respondents wanted to have 
the case heard early in December but 
Mr. Jennings’ attorneys said _ they 
could not have their case ready that 
soon, so it will not be heard until the 
spring term of equity court. 


American United’s Sales Up 
Sales volume is up 32% over 195 
for American United Life. Clarence C. 
Jackson, president, said sales total $307 
million through October this year—$1 
million over the same period last yeal. 
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Mutual Trust Life’s Agents Hold Annual; 
Present Scroll To Olson; Elect Homann 


The annual meeting of Mutual 

trust Life’s general agents’ association 
featured a variety of speakers, the 
resentation to Mutual Trust Presi- 
jent Raymond Olson of a tributory 
groll, and the election of Carl Ho- 
mann, Madison, to the association’s 
presidency . Mr. Homann _= succeeds 
gernard Bergen, New York, who was 
chairman for the two-day meeting. 
stuart A. Monroe, Chicago general 
agent for Mutual Benefit Life, em- 
hasized the importance of constant 
contact between the general agent and 
his men. Robert W. Osler, vice-presi- 
dent Rough Notes, spoke of several 
problems confronting the general agent 
today: Dangers of mass selling; high 
costs of running an agency; promot- 
ing life selling as a career; need for 
gientific selection and elimination of 
men; and educational needs. 


Lester O. Schriver, NALU manag- 
ing director, exhorted his audience to 
remember that the general agent 
must learn to give as much of him- 
self and his time as possible. 

The climax of the second day’s 
luncheon was the presentation to Mu- 
tual Trust President Raymond Olson 
of the scroll. Mr. Bergen made the 
presentation and noted especially what 
he termed the outstanding spirit of co- 
operation between the home office 
and the field force. Mr. Olson accepted 
the scroll with praise to the agents for 
their efforts which have “brought Mu- 
tual Trust to the position it enjoys 
today.” 

Luncheon speaker on the first day 
was John Furbay, cultural and educa- 
tional program director for TWA. Mr. 
Furbay spoke of the emergence. and 
continuity of civilization. 





At the general 
agents’ association 
meeting of Mutual 
Trust Life in Chi- 
cago. Bernard Ber- 
gn, New York, 
immediate past 
president of the 
gsociation, left, 
presents a scroll of 
tribute to Mutual 
Trust President 
Raymond Olson. In 
the center is Carl 
Homann, Madison, 
newly elected as-— 
sociation president. 








All American L. & C. Gains 


New business of All American L.&C. 
in the first three-quarters of 1959 
amounted to $36,565,219, an increase of 
188% over a corresponding period last 
year. Insurance in force rose to $104, 
333,511, a gain of 65.6%. 

A&S premium income totaled $3,- 
018,290 against $2,451,608 for the first 
nine months of 1958. 


Fort Wayne Agents Hear Panel 

A panel discussion was featured at 
a luncheon meeting of Fort Wayne 
(Ind.) Assn. of Life Underwriters. 
Participating were Donald Walton, 
Brotherhood Mutual, “Prospecting;” 
Owen West, Prudential, ‘“Approach;’’ 
William Adler, Lincoln Life, ‘“Presen- 
tation,” and Richard Sauder, Guar- 
antee Mutual, “Closing.” 
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No. 11 in an enlightening 
series of 12 Broker- 
Type personalities. 


Red-Eyed Secretary-Snapper 


It’s not Miss Zinn’s fault that he lost the prospect. She tried to 
tell him about ANICO’s complete line of competitive plans and 
unique specials. Have you checked with ANICO? 


ANGO SMES TEADERS ) OPENINGS EVERYWHERE IN 
Sonne i ilancohmalp econ 

. | SENTATIVES, BROKERS AND 
SPECIAL BROKERS 





Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family income Term Policy. 


.- AMERICAN NATIONAL 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 








INSURANCE CoO. 


GALVESTON, TEXAS 





OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 








HE'S 


RIGHT I! 


life and Casualty’s Family Protection 


Plan is the ideal low cost starter for a young family’s 


Insurance Program. 


The Family Protection Plan provides needed 


insurance on all family members with one policy and 


one premium. 


BKK 


life and Casualty’s Family Protection 


Plan is written in the weekly premium and 
ordinary departments. 
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Life Insurance in Force 
over $1,700,000,000 
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Risks Of Investments For Pension Funds 


(CONTINUED FROM PAGE 


vesting pension funds in common 
stocks. 

e Failure of stocks to guarantee divi- 
dends or to provide for a fixed maturi- 
ty value is a great handicap in fitting 
them to the cash needs of the pension 
fund. 

e There are many conflicts of interest 
between employer and employe as 
well as between today’s pensioner and 
tomorrow’s pensioner in selecting a 
stock investment. 

e Deferred demand at the end of 
World War II and the great increase 
in the outstanding consumer credit in 
recent years have favorably biased 
the historical record of stocks since 
the war. 

e The continued rise in price levels 
has inflated dollar earnings and, at 
the same time, resulted in an under- 
statement of depreciation charges with 
a further overstatement of earnings. 
Many feel, too, that creeping infla- 
tion must and shall be stopped. Thus, 
the historical record is suspect as a 
measure of the future. 


21) 
e The growth in earnings on stocks 
in recent years has not kept up with 
the increase in market values. For the 
first time since 1929 the point has 
been reached where the dividend yield 
on good stocks is less than the in- 
terest on good bonds. 


e There is uncertainty as to what im- 
pact the end of the “cold war” will 
have on earnings. History is not re- 
assuring. The U.S. already faces some 
loss in its basic competitive position 
in the world market with a continuous 
outflow of gold. 


e In measuring stock values, optimism 
and pessimism have a tendency to run 
past reality. Even if funds are avail- 
able, it is almost impossible to pursue 
a consistent policy during periods 
when the action to be taken is not 
clearly in accord with the then cur- 
rent market opinion, particularly when 
the wishes of clients must be con- 
sidered. 

To make the choice between stocks 
and investments with a fixed rate of 
return, the authors suggested that the 
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These and many other names have been applied to this 
vital high-limit, long-term Accident & Sickness Group Dis- 
ability Income Plan for employees of business and industry. 
Whatever you call it, you can be certain that American 
Casvalty’s specialists can create the plan that assures the 


Tell us what your prospect needs. We'll prepare a plan that 
will fill his requirements, no matter how large his organ- 
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hazards of each course of action be 
assessed in the light of present politi- 
cal, economic and monetary condi- 
tions. A pension plan, they said, must 
be considered as a living fund designed 
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to provide employes with retirement 
security for as long as they live. The 
possibilities of loss, inherent in stocy 
investments, may undermine the very 
structure of the pension plan. 





Raps Insurers For Poor Agent Relations 


(CONTINUED FROM PAGE 21) 


develop professional representatives. 
Instead they advertise price and net 
cost while doing little to develop any 
standards of service.” 

Companies also tend to keep agents 
“in the dark,” Mr. Nichols declared. 
Much of the flow of agents among 
companies is a result of the fact that 
agents’ contracts are kept secret so 
that the new man going into the 
business has no opportunity to com- 
pare what different companies offer. 
Only after he is under contract does he 
find that other companies may offer 
a better agreement. Thus he becomes 
ripe for proselyting. 

The real reason that the New York 
limitation on life commissions con- 
tinues to be in effect is that companies 
actually like it, feeling it protects 
them, he declared. Meanwhile they 
seek to build an image of substantial- 
ness for themselves by erecting huge 
buildings that get public attention and 
newspaper publicity, “but you never 
see the agent recognized in this type 
of publicity,’ Mr. Nichols asserted. 


Old Companies Not Progressive 


No really new and progressive ideas 
on merchandise are coming out of 
established companies, he declared. 
They are too bound up with ancient 
and preformed actuarial conclusions 
and the innate desire of an actuary 
to say “no” to anything. Therefore, 
agents’ associations should employ 
their own actuaries to analyze com- 
pany products and develop new ones 
to be adopted by the companies. As- 
sociations should also undertake real 
policing of the business and speak out 
boldly against the things that are 
wrong with company products and 
procedures. 

The human life value concept as a 
sales approach has been badly over- 
used, according to Mr. Nichols. Today 
the problem is not what the prospect 


needs but what he can afford; and the 
agent must become first a budget 
adviser in order to show people where 
to get the money to buy. 

Mr. Nichols predicted that within 
10 to 15 years, the separation of agent 
and company will be so great that 
there will be no more direct agents 
Instead, all agents will represent the 
public, negotiating with the companies 
for the merchandise they need for 
clients, not trying to fit clients’ needs 
to the existing merchandise of any 
particular company. 

“TI envision three levels of agents 
in the future,” he said. “First will be 
the policy peddlers. Above them wil] 
be professional brokers—that is, agents 
who are truly professional and repre. 
sent their clients, not the companies, 
The third level will be corporate ad- 
visers dealing with corporate buyers, 
perhaps even compensated by the 
buyer on a fee basis and with no 
commissions from the company. 

“Make no mistake,” he concluded, 
“by and large, the companies are per. 
fectly willing to dispense with the 
agent.” 


Continental Assurance Sets 
Company Records In October 

Continental Assurance sold more 
ordinary life to individuals in October 
than in any other month in its history, 
A one-day record of $4,433,000 was 
set in October. 

Continental wrote $50,048,618 of new 
ordinary life in October against $43- 
826,989 for the comparable period in 
1958, the previous record for that 
month. The October 1959 figure ex- 
ceeded by $6 million the best previous 
month on record. 

Group insurance in force on Oct. 31, 
reflecting improved industrial activity 
during the past year, was 9% ahead of 
1958. 
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ciation Was possibly the most incensed 
ad had stated its intent to “do 
gmething about the situation on the 
ical level” if no action was forthcom- 
ing from the state association. The 
solution now in the making seems 
io be the answer to that question. It 
was also made very clear by all hands 
and that the Illinois agents’ local 
and state associations are not against 
new companies—anything but, as a 
matter of fact—but they are objecting 
icertain sales methods. 

Also, lest it be thought that the II- 
jnois insurance department is sitting 
idy by while the agents are out doing 
yattle, James W. Ross, chief deputy, 
met with the legislative committee 
and outlined the department’s posi- 


1909 


Home Office -: 





Houston. 


LIFE INSURANCE EDITION 


(CONTINUED FROM PAGE 1) 


tion on any complaints it receives. He 
noted that the department had re- 
ceived official notice from the agents 
relative to the question at hand and 
their complaint was being looked into. 
However, he remarked—somewhat on 
the theme that Director Gerber has 
long professed—more personnel is 
needed in the Illinois department. 

Mr. Ross said there are always many 
matters needing taking care of but the 
staff is woefully undermanned for any 
kind of fast action. This is a matter 
which would, of course, have to begin 
in the form of an increased budget for 
the department. 

When it is considered that the IIli- 
nois insurance department took in 
about $30 million in premium taxes 


sees 
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lllincis Life Agents Eye Sales Methods At Midyear Meeting 


last year and received less than $1 
million on which to operate, this seems 
an excellent place for an association 
to begin on the curing of ills at the 
roots. If more of this money were al- 
located to the department and more 
staff available, complaints from the 
insurance business and the _ public 
could be much more expeditiously 
handled. 

The forthright discussion on sales 
practices of new companies, as well as 
a number of other subjects, would 
seem to indicate that the Illinois asso- 
ciation is again starting to build up 
steam to act as a strong, cohesive in- 
strument and of real benefit to the life 
agents in the state, as well as the 
business as a whole. This has not been 
entirely the case for some time up un- 
til last year, with very little being 
heard publicly from the association. 

Possibly association enthusiasm is 
cyclic, or perhaps there is something 
in the adage of a new broom sweeping 
clean, since the association has: a real 
fireball in the person of its president, 
Gerhard C. Krueger, Equitable Life of 
Iowa, Chicago; moved its headquar- 
ters from Peoria to Springfield; named 
a new executive secretary. The latter 
is Gwen Sheahan, who holds forth in 
the new offices at room 402 First Na- 
tional Bank Building, Springfield. It 
was also noted at the midyear gath- 
ering that for the first time in a great 
number of years attendance at the 
board meeting there was 100%. 

That the association is not only re- 
gaining its former vigour but is taking 
its place in the over-all picture was 
also noticeable in that officials of oth- 
er insurance associations in the state 
were invited and attended the midyear 
meeting. Fred O. Waller of Galva, new- 
ly elected president of Illinois Assn. 
of Insurance Agents, as well as George 
Nicoud, executive manager, and Kelly 
C. Graham, field secretary, were on 
hand from that body, as was LeGrand 
Flack of Effingham, vice-president of 
Illinois Brokers Assn., to see what the 
life agents were doing. 

One valuable contribution was forth- 
coming almost immediately in that 
the Illinois agents have been a little 
slow relative to preparing for the next 
legislature. It was pointed out that the 
visiting associations’ legislative com- 
mittees are already formed and hard 
at it in cultivating the various sources 
necessary in the presentation of their 
legislative needs. Mr. Ross also gave 
his thinking on this matter when he 
warned the life agents that it is far 
too late to wait until the legislature 
is in session before beginning to de- 
cide what is wanted. The thinking and 





Thanks to a MUTUAL FUND... 





iandard Life’s salesmen ar2 enjoying new successes. Life sales for the 3% mark of 1959 are the highest ever. Our average size policy is 
at a record high—15% over previous year. Term insurance is at a new low, with permanent plans leading all other forms of policies. 
Our salesmen are getting more interviews per calls than ever before. And the salesmen’s commission earnings are UP! Yes, R.E.A.P., 
which entails the use of a mutual fund is paying off. It should, for who is better qualified to advise a client on his personal financial 
program than the well-trained life insurance agent equipped to design a complete and balanced retirement program? Learn how you 
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actions along these lines should be go- 
ing on right now. 

At the board meeting Earl M. 
Schwemm, Great-West Life, Chicago, 
a board member for 15 years, resigned 
as state national committeeman. He 
said he was doing so not for cause but 
for constructive purpose and his length 
of service “for the benefit of an or- 
ganization and in consideration of an 
individual is much too long a time. 
Actually, I would have liked to relin- 
quish my duties several years ago.”’ 

He noted, however, that because of 
certain temporary problems and con- 
troversial issues he had felt his con- 
tinuity of service could be of value to 
the state association and had tried to 
serve it on an objective basis. He now 
feels that the association is in a very 
healthy state, “Since there is now 
equalization of dues along with respect 
for proper finances and the trend to 
dilute a fair representation from Chi- 
cago has ceased. At the same time, 
there has been established a friendly 
and sound relationship between Chi- 
cago and the rest of the state. We 
have a strong and cooperative board 
which is reviewing problems and op- 
portunities objectively and we have a 
sincere president who is giving unself- 
ishly of his time and help to build a 
strong and better association.” 


Simon State National Committeeman 


Roy D. Simon, Penn Mutual Life, 
local national committeeman at Chi- 
cago, was named to replace Mr. 
Schwemm as state national committee- 
man. Stuart A. Monroe, Mutual Bene- 
fit Life general agent, Chicago, was 
named to the board to fill the vacancy 
created by Mr. Schwemm’s resigna- 
tion. 

Other matters discussed at the board 
meeting included looking into the Ohio 
plan for representation of local asso- 
ciations at the national association an- 
nual meeting. Mr. Krueger pointed 
out that as a rule most smaller asso- 
ciations don’t have the funds to send a 
delegate, which showed up at the last 
annual meeting. On the other hand, 
Ohio had a large number of delegates 
from all sizes of local associations. 
The delegates are sent to the meeting 
for a small fraction of the cost, the 
rest being handled by the state and 
local associations. The delegates are 
selected by a drawing on an area rep- 
resentation plan and receive $50 from 
the state and $10 from each association 
in the district. Once all the way 
around, the order of attendance then 
becomes a permanent representation 
pattern. 


Must Kill Forand Bill 


At the membership meeting, Pres- 
ident Krueger and various committee 
members made their reports. Mr. 
Schwemm, in making his report, said 
that every effort must be taken to see 
that the Forand bill never goes into 
effect. Otherwise, “a lot of us would 
have to go out of the A&S business 
and it would be one more step to fed- 
eralization of insurance.” He noted 
that there were a number of undesir- 
able conditions extant, such as “certain 
bad practices in the business and cer- 
tain competitive methods of other fi- 
nancial institutions,” not to mention 
federal encroachment and a number of 
other items, but suggested in the mean- 
time acquiring some “good old-fash- 


ioned life insurance religion.” 

He said this is needed and that there 
is no substitute for such things as un- 
encumbered cash value and plain old- 
fashioned ordinary life insurance. “We 
should do more work and less crying. 
We should sell so hard we won’t have 
to worry.” Mr. Schwemm said he is 


can be modern and more successful by writing me immediately. 





Am. g. Tloel, Agency Vice - President 
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not against any form of competition 
per se. “I don’t sell all of these other 
things, I sell life insurance. There 
would be a lot less trouble if we got 
out and sold life insurance. Let’s work 
as hard as our competitors do.” 

Lester O. Schriver, executive vice- 
president of NALU, spoke briefly on 
the actual physical progress of the new 
home office building. William E. North, 
New York Life, Evanston, vice-presi- 
dent of NALU, mentioned that the 
date limit for Charter Builders of the 
NALU building fund will be the next 
midyear meeting of NALU. He also 
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pointed out that the $100 that it takes 
to become a charter builder may be 
paid in four installments, the last 
which must be completed around April 
z. 

William S. Hendley Jr., Mutual of 
New York, Columbia, S. C., and pres- 
ident of the national association, was 
scheduled to be the banquet speaker 
but was unable to attend since he was 
in the process of getting married. His 
spot was filled by a question and an- 
swer period from audience to head table 
in that order, which moved briskly and 
covered a lot of ground. On the answer- 


ing end were Messrs. Schriver, North, 
Krueger, Ross and Schwemm. 

Mr. Ross noted that this was prob- 
ably the last time he would appear 
before the life agents as an official, 
since he expects to retire next year. 
“There is no one in the department of 
insurance who is not sympathetic with 
your problems and but tries his best to 
see they are alleviated as much as 
possible,” he declared. As did the other 
men, he answered a number of ques- 
tions and to one of them noted that 
“guaranteed insurability will be the 
undoing of the individual underwrit- 
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Prepare to review the two finest individual pro- 


tection plans your client can own... 
quality for total needs. Here is privileged cover- 
. . positive protection... 
that speaks with absolute sales authority. 


age . 


WORLD-WIDE 


NON-CAN AND GUARANTEED RENEWABLE 
INCOME PROTECTION 


*total- 


*total-quality 


Fashioned with jewel-case appointments, our 
World-Wide Non-Cancellable, Guaranteed Re- 
newable Income Protection and our World- 
Wide Major Medical are the first word in 
custom-built coverages. 
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WORLD-WIDE 


MAJOR MEDICAL EXPENSE PLAN 
PERSONAL-FAMILY 


Wherever you call, North American carries the imprint of 
distinction . . . *total-quality that assures extended options 
not found in the ordinary accident and health plan. 

Add these and other luxury refinements to your working 
kit and you are ready for true mastery on the sales front. 
*Total-quality is the mark of distinguished products by 
North American since 1886. 


Brokerage by General Agents in 48 States 


NortTH AMERICAN Accident Insurance Company 
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er. This guarantees only that the com. 
pany will issue a policy but does hot 
say what kind.” He said actuaries do 
not agree on what this type of insur. 
ance is, pure endowment or term, ang 
in calling it the latter there are no Non. 
forfeiture benefits. “I don’t think You 
realize the import on the underwriter 
in the next 15 or 20 years of guaran. 
teed insurability.” 

There was also considerable discys. 
sion by all on such matters as inflation 
and gro’lp insurance. 


Discussion On Inflation 


Mr. Schriver noted that the Preg. 
dent is becoming very disturbed about 
the integrity of the dollar and that the 
nation is going to have to Trefinance 
$75 billion of bonds in the next rt] 
months. Mr. Schriver said “We deg 
in dollars and make promises for the 
future delivery of dollars. Referring 
to a breakfast that he and 75 industry 
leaders attended with the Presiden 
on the problem of inflation, Mr. Sehri. 
ver said labor had naturally been jp. 
vited but did not have one represen. 
tative present and called this “very 
disturbing and distressing.” 

Mr. North added that many of the 
associations and their members look 
upon such matters as inflation as no 
their problem when it actually is that 
and very much so. Mr. Schriver saig 
that even a good senator or congress. 
man can’t elect himself. “There is , 
ballot box.” 

A recent newspaper campaign ep. 
couraging people to write their legis. 
lators to stop inflation had been highly 
successful, Mr. North said, but should 


Mass. Mutual Insurability 
Rider Gives 13 Children A 
Potential $900,000 Estate 


Massachusetts Mutual, through its 
Los Angeles general agency headed by 
Robert L. Woods, has issued policies 
which could result in life coverages 
totaling more than $900,000 to the 13 
grandchildren of Mr. and Mrs. George 
T. Forbes. Mr. Forbes is a San Diego 
realtor, and the policies were pur- 
chased by him and his wife. 

Each of the Forbes grandchildren 
received individual policies for $10,000, 
to which Massachusetts Mutual’s In- 
surability Protection Agreement, 2 
guaranteed insurability rider, is at- 
tached. The rider permits each of the 
children an additional $60,000 of cov- 
erage between ages 25 and 40, if he 
or she wishes it. Their combined total 
insurance estate, therefore, consists 
of $130,000 of immediate life coverage 
and $780,000 of potential coverage. 

Massachusetts Mutual said it be 
lieves this to be the largest amount 
of combined immediate and potential 
future coverage provided for members 
of one family under its rider. 
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HOW MUCH 
IS A LOT? 


That depends on you! It de- 
pends on how much money 
you want to make — and 


> whether you can instill in 


others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can | show others how to 
prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 


Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check ? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top Ist year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 


. : 
THE OHIO STATE LIFE 


Srsurance [moa 4 


COLUMBUS 15, OHIO 
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not be allowed to die out—that this 

q letter-writing should continue. “All of 
us will have to fight inflation the rest 
of our lives; otherwise it will flame up 
just as sparks do and start another 
forest fire.” 

On the Forand bill, Mr. Schriver 
said it has been officially estimated at 
a cost of $1 billion as a minimum for 
the first year. He does not blame the 
politicians for anything that happened, 
“since politicians are creations of the 
people who elect them. The last 25 
years we have become a nation mo- 
tivated by pressure groups,” he added, 
and cited one congressman who is al- 
ready starting to campaign with “let’s 
not forget the old folks.” 

Mr. North suggested separating a 
little sentiment from economics when 
it comes to such matters as veterans’ 
bonuses and pensions and remarked 
that if history repeats itself the budget 
with the loading at the expense of the 
public. 


Give Bill Small Chance 


It was the general opinion that the 
Simpson-Keogh bill would have very 
little chance of ever being passed by 
both houses. Mr. Schriver opined that 
if it should come up this session, the 
President will veto it. He is not sure 
what the next President would do, but 
its passage would represent $2,200,000,- 
000 in loss of taxes and it would cer- 
tainly be inflationary and increase the 
national debt. 

It was further noted that there is 
almost hysteria over the group amend- 
ment in the Forand bill, which is 
nothing more than clarifying what is 
already implicit. The bill when pre- 
sented will probably include the group 
amendment. If pensions are written 
on the group basis, the average agent 
wouldn’t get more than 1% of the pen- 
sion business, Mr. Schriver said. If the 
group amendment passes, the compa- 
nies and associations would certainly 
be at loggerheads, with the agents 
definitely being against it. “I do not 
think it is good economically and it is 
discriminatory.” 

He added that the group situation is 
the most chaotic and incomprehensible 
he knows about. There is no rule any 
group company is compelled to ob- 
serve. There are no limits. He also de- 
fined synthetic groups as “one of the 
worst possible evils.” 


United States Life Writes 
Cases In Certain Overseas 
Locales At Standard Rates 


United States Life has published a 
schedule of rates and rules offering 
coverage for persons in many localities 
throughout the world at standard 
rates. The new schedule also pro- 
vides for coverage in the more haz- 
ardous parts of the world at reduced 
premium extras. 

The company has also made avail- 
able a large portion of its domestic 
portfolio to both American citizens 
abroad and nationals of other countries 
outside their homelands. For appli- 
cants age 45 or under at issue, extra 
ratings of more than $2 per $1,000 
are reduced by $1 per $1,000. 


Appleford Addresses Okla. Group 

G. Burton Appleford, an assistant 
medical director of Business Men’s 
Assurance, spoke at the November 
meeting of Oklahoma Home Office 
Life Underwriters Assn. His topic was 
“The Use and Abuse of the Labora- 
tory, EKG, and X-ray in Underwrit- 


Former Heads Of Health 
Council To Be Honored 


Nine former chairmen of Health 
Insurance Council will be honored 
Nov. 20 for “furthering the effective- 
ness of voluntary health insurance.” 
Inscribed gavels will be presented 
to them at the council’s fall meeting 
in New York. 

The former chairmen are Ambrose 
B. Kelly, Factory Mutuals; Wendell 
Milliman, Seattle consulting actuary; 
Ralph J. Walker, Pacific Mutual Life; 
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J. Henry Smith, Equitable Society; 
John W. Joanis, Hardware Mutual 
Casualty of Stevens Point; Ralph T. 
Heller, Prudential; John H. Miller, 
Monarch Life; Howard A. Moreen,’ 
Aetna Life, and Morton D. Miller, 
Equitable Society. . 


National Life of Vermont’s directors 
have voted to continue the current 
dividend scale in 1960 on all forms of 
insurance, retirement annuities and 
participating funds held by the com- 
pany. 
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T-O-P 
(Term—Optional—Permanent) 


Continental’s NEW Group Insurance Plan Cuts Employer 
Costs .. . Boosts Employee Benefits. 


T-O-P can be a door-opening addition to the ‘‘products” 


It’s particularly attractive to employees because it elim- 
inates the problem of high cost of conversion at retire- 
ment age—yet gives full protection. Each employee has 
the option of either group-term or permanent protection 


The employer likes T-O-P because it puts his group on a 
level cost basis. Thus costs don’t rise each year as employees 
grow older. He can keep his older, experienced personnel 
and still pay only a spread cost that earns dividends. And, 
too—T-O-P makes an attractive ‘‘fringe-benefit’’ when 


Look into T-O-P 


Find out for yourself how T-O-P adds a 
new dimension to the service you offer 
your clients. A phone cail, a visit or a let- 
ter will get you all the details promptly. 


Continental Assurance 
COMPANY 


Retirement and Special Plans Department 


One of the Continental National Group 
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( WANT ADS \ Home Ofiice Changes 


Rates-——_$22 per inch per insertion—1 inch 





minimum—sold in units of half-inches. Connecticut Mutual Life dence Life since 1957 as ordinary life 
Limit—40 words per inch. Deadline 4 P.M. underwriter, will head the combined 
Edward B. Bates, underwriting, policy issue and policy- 


Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals | general agent at 
placing ads are requested to make payment Los Angeles since 


holder service unit of Independence 
Life for both group and ordinary lines. 








in advance. 1953, has been ‘ 5 : f 1 
THE NATIONAL UNDERWRITER— elected 2nd agency <n been in the business for 10 
LL LIFE EDITION Pe vice-president, ef- ‘ 
fective Jan. 16. 





Mr. Bates, a CLU, 
AGENCY VICE PRESIDENT | «ntered the life 


business in 1940 





Phoenix Mutual Life 
Area superintendents of agencies 





WANTED and in 1946 joined advanced to the newly created posi- 
Midwestern legal reserve stock life company has Connecticut Mutu- tions of regional vice-presidents are: 
challenging opportunity for Agency Vice Presi- Frederick J. Conner. who has been 
dent to set-up life agencies in affiliation with al as an agent at Pega haat oT — : 
45-year-old Fire and Casualty company group Chicago. Here, he FdwarduBo Rates wit oenlx since - He was ap- 
operation. Headquarters Chicago or Indianap- later was named 


olis. To make first team, you must have at least supervisor. In 1949, he was appointed 


seven years agency experience, be approximately : 
30 to 45 years of age, be a Total Abstainer and general agent at Kansas City. 


family man. Car furnished with salary completely 


open depending on your background experience. ° ° 

Stock options for future capital gains available Guardian Life 

to right man. Write full details with recent K : 
snapshot to: Box K-55, c/o The National Under- Eugene F. Gleason, assistant finan- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. cial secretary, has been promoted to 


2nd vice-president and financial sec- 
retary. He has been with Guardian 
ARE YOU AN A & H UNDERWRITER? | since 1929 and became a member of the 
investment department in 1939. 

Pie concep Delbert A. Ross, financial secretary 

: since 1943, has been appointed treas- Frederick J. Conner William A. Hunt 

We need an experienced A&H Underwriter to urer, effective Jan. 1, to succeed 
head the D t ti I tablished i i 
cs dndustad alien tilled adam OMe eae James Scott, who will retire at the pointed a supervisor in 1948 and later 


Los Angeles Home Office. Heavy A&H experi- ae 

ence, particularly in "Loss of Time''—a must. end of the year. Mr. Ross joined the served at Rochester, N.Y., New York, 

Some life experience also required. If you are company in 1928 and was named Hartford. Boston and Baltimore. He 
’ . 











the number 2 or 3 man in your department and assistant secretary in 1936. ° : 
can supervise Underwriting and Policy Issue, we became manager at Oklahoma City in 
would like to hear from you. Naturally reloca- , : 1952 and, in 1955, was named eastern 
tion expenses will be taken care of and the Union Mutual Life area superintendent of agencies. He is 
salary is open. Write Box K-52, c/o The National a CLU 

Underwriter Co., 175 W. Jackson Blvd., Chi- Horace A. Record has been ap- : 


William A. Hunt, who joined the 


cago 4, Ill. pointed assistant actuary. He has been , 
company as an agent in 1938. He be- 


actuarial assistant of Connecticut Gen- 








COMPTROLLER-ACCOUNTANT |“ 

Young, aggressive, well financed Life and A&H ° ° 

insurance company has opening for Comptroller Colonial Life 

Accountant, If you are now an Assistant Comp- Lorne S. Brown 

troller and desire to top position with unlimited has been appointed 

possibilities, you should investigate this open- . 

ing. Salary open. Replies strictly confidential. superintendent é of 
ordinary agencies. 


Our employees know of this ad. , 
Write: Executive Committee He entered the life 
business after 


P. O. Box 1815 
World War II as 





Charlotte, N. C. 
an agent with Ca- 





nada_ Life, later 
transferring to the 
home office agency Alvin H. Polley Jr. Oliver M. Wilhelm 
department, where 

he conducted life came a supervisor in 1941 and subse- 





AGENCIES SUPERVISION . . . NEW 
AGENCIES DEVELOPMENT PROBLEMS? 
Available on retainer for established agencies 
regional supervision and new agencies develop- 
ment. Supervisory experience of Branch Offices, 
General Agencies, Brokerage. Reply Box K-6l, 








c/o The National Underwriter Co., 175 W. Jack- L S. Brown insurance courses. uently was assigned to Newark, Ro- 

eatin hts we In 1954, he joined penn and New York City He was 
————— eh, New England Life, where his responsi- a 

ACCOUNTING EXECUTIVE DESIRES CHANGE | pilities included advanced program- ee 


LOMA Accounting Fellowship. Presently : ; : 
employed as Assistant Comptroller medium ee a eee to Bridgeport and then Cleveland. He 


size life and A & S company. Experience was appointed midwestern area sup- 
includes auditing and IBM _ supervision. John Hancock erintendent of agencies in 1954. Mr. 
Write ns ake : 8 a : Former assistant controllers ap- Hunt is also a CLU. 

‘i mes + Hackson Bivd., “nicago | pointed associate controllers are E. Le- Alvin H. Polley Jr., who became an 
— roy Wood, in charge of the agency agent in 1948 and supervisor in 1950, 





accounting area, and William A. later serving at Cleveland, Chicago 





LIFE COMPANY (A&H Sales Director) Diman, in charge of the general ac- and Milwaukee. In 1953, he became 


Available—Life Co. Agency Manager with ex- counting area. manager at New York and advanced 
perience as Agent, Supervisor, Home Office t th t * d f 
Agency Dept. Trainer in addition. Familiar with o northeastern area superintendent o 
setting up and co-ordinating Non-Can i i i 5 R i 

sales with life (and also Group), Reply to Box Independence Life —— Ser. ee a eS 
K-58, c/o The National Underwriter Co., 175 W. Warren F. Carr has been appointed e 


ssaatstetientiatanee cde manager o f the central California ter- Oliver M. Wilhelm, who joined 





ritory, and James W. Carter has been Phoenix in 1946 and was named a 





supervisor in 1950, later working at 


Our nationwide brokerage firm has an opening | Promoted to director of underwriting. ; a 
Rochester, Philadelphia and Buffalo. 


in our Chicago office for an energetic, young Mr. Carr will have charge of re- 


man with two or three years of experience in cruiting training and _ supervising 
’ 


rena a ; Pig age He was appointed manager at Cleve- 
andtling roup insurance an Ws allie cover- : ° ° . 7 
ages. Salary is open. Interested applicants agencies in central California. He has land in 1954 and. western area super- 


please forward complete resume to Box K-62, been with the Woods agency of Mas- intendent of agencies in 1956. 
c/o The National Underwriter Co., 175 W. sachusetts Mutual in Los Angeles. Mr. 

















Jackson Blvd., Chic 4, Wl. s 
sisi Carter, who has been with Indepen- Sun Life Of Maryland 
David T. i i 
AGENCY MAN AVAILABLE ACTUARIAL ASSISTANT david T. Bunin has been appointed 
to head agency department or regional terri- State Insurance Department requires Life and/or assistant actuary. He entered insur- 
your eek noes bg —- pene md +e adic iy A & H actuarial assistant. College graduate with ance with New York Life and later 
4 Pp ‘le , Fecruiting, training, supervision, aptitude for math, and successful experience in t ith th M land i 
minted chlogs winter tater took | | teats Secuee RNRSSeS Set | Govurtment as anclstent actuary. Bor 
R uate; prefer uthwes nsurance Department. Salary $6,280-$7,535. Wor! i = 
area Reply Box K-63, c/o The National Under- is interesting, varied, and affords many contacts. department as assistant actuary. Be 
riter Co., 175 W. Jackson Blvd., Chicago 4, Write immediately: Commissioner of Personnel, fore coming to Sun Life, he was as- 
301 W. Preston Street, Baltimore 1, Maryland. sistant actuary of Baltimore Life 
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Pacific Mutual Lif 


Robert C. Board has been named g 
supervisor in the group de)artmeny 
Mr. Board joined Pacific Mutual jy 
1956 after several years of tneatrica] 
radio, and television work. 


No. American Accident 
William J. Ryan has been electe 
controller. He resigned as Vice-pregj. 
dent-treasurer of New York Mutuaj 
Casualty, where he had served Since 
1948. Before that he was an auditor fo, 
New York insurance department fo 
10 years. 


Consolidated American Life 

Maurice F. Brennan, Chicago agety. 
ary and insurance consultant, has been 
named executive vice-president, In 
other board action, Foye P. Hutchin. 
son, president, was given additionaj 
duties as treasurer. 


APPALACHIAN NATIONAL Liff 
has appointed J. Thomas Smith 
assistant agency director. He has been 
agency trainer and broker supervisor 
for Kentucky for New York Life ang 
before that was with Commonwealth 
Life. 


MARYLAND LIFE has elected 
directors John A. Luetkemeyer, vice. 
president and director of the Equitable 
Trust Co., Baltimore, and Robert D. 
Black, chairman and_ president of 
Black & Decker Manufacturing Co, 
Towson. 


HOMESTEADERS LIFE of Deg 
Moines has appointed Harold Andrew 
field supervisor. He was formerly 
district agent at Des Moiiies. Before 
that he was an agent of Northwestern 
Mutual Life for five years. 


WESTERN CATHOLIC UNION-— 
Joseph B. Reichart has been elected 
supreme president. He will fill the 
unexpired term of Paul P. Hoegen, de- 
ceased. Mr. Reichart has been a men- 
ber of the fraternal since 1937. 


CANADA HEALTH & ACCIDENT 
has appointed Vincent D. Rowe gen- 
eral manager. He has been assistant 
general manager. 


FIRST NATIONAL LIFE of Phoe- 
nix—George Geyer has been namei 
a director. 


LIFECO of Seattle has appointed 
John F. Sutton sales promotion super- 
visor, Charles C. Conahey sales ad- 
ministration supervisor, and Andrew 
M. Clark sales training supervisor. Mr. 
Sutton was with Northwestern Mutual 
Life before joining LIFECO in 19%). 
Mr. Conahey has been with Prudential, 
and Mr. Clark has been with Nationa 
Farmers Union Life and Travelers. 





Equitable Of-lowa 
Ups Interest To 314% 


The interest rate on funds left with 
Equitable Life of Iowa under supple 
mentary contracts and dividends lef 
with the company at interest for the 
year beginning with the 1960 contra 
anniversaries will be increased from 
3% to 3%4%, except on those cast 
where the guaranteed interest rate’ 
higher. In addition, the interest mi 
on auxiliary funds held in connectia 
with combination funding of pens 
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beginning with 1960 anniversaries ¢ Chica 8 

such plans will be increased to 34% Ji. i. 
The dividend scale for the divide]... 


year 1960 for all insurance and incolt 
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as the company’s present scale. 
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+ Ch In The Field 
— anges In The Fie 
a 
le artment, 
Mutual in ! . : iali ita be b a 
; : rtheastern Life sion specialist. He has been in the 
F theatrical Nerine group claims office there since 1955 
Murray Wald- and before that was with Continental 
*3 man has been ap- Casualty. 
ident “ pointed general 
; 4 agent at 25 West ° 
ak elected 43rd Street, New Midland Mutual 
"1ce-presi- York City. This is | Dale E. Miller and Henry G. Rotell 
s 7 Mutual a new agency. have been appointed general agents at 
erved since Mr. Waldman Indianapolis and St. Paul, respectively. eee 


auditor for 


started in life in- Mr. Miller, whose territory will em- 
artment for 


surance in 1939 
while an _ under- 
graduate at Buck- 








fan Life nell as a part-time j Ss j m p oO rta nt to Uu Ss 
icago actu. jerray Waldman agent of Philadel- igeie 
at, has been | MY" phia Life. After | 
Life insurance selling, like playing chess, requires skill, 


esident. Ip gaduation he joined New England 
P. Hutchin- } yifeat New York, later becoming unit 
- additional | manager in Brooklyn for Mutual Trust 
Life and supervisor there for Mutual 
Benefit Life. Since 1951 he has been 
NAL LIFE | associate general agent of the Bookstav- 
; Smith as} er agency of Security Mutual of Bing- 


concentration and no small amount of downright devotion to 
the business at hand. But there's a unique personal 
triumph in winning a game of chess or in providing a plan 
of life insurance protection for a man or woman. 
Mutual Trust's complete life insurance plans will help 





New York. ? 
oe Waldman is a past president of "ery © Retell ow you meet and conquer the most challenging situations. Our 
rk Life and } the New ieee oe life — mate central Indiana, has been with growth has been excellent; our reputation is the best. 
n jsors associations and is a member of the com i i ; 
— a tocrd and faculty of the New York director wf tots Te hes pea ATO WG = interested - seas 9 you nee hee nigtiy iors 
City Life Underwriters Assn. the business 24 years. Mr. Rotell has ahead—so—if you are a dedicated life insurance man, 
elected as és 10 years’ experience in life insurance. interested in a career, not just a job, you are invited to 
e Baan Great-West Life James R. Mayfield, general agent for contact Sam F. Emma, Superintendent of Agencies. 
_ Robert D A. W. Stewart has been named man- 20 oe in poli a— will —— 
a ce ee 
turing 2 ae manager of the Toronto north Miutual Tr ust 
branch, where he is succeeded by J. Aetna Life LIFE INSURANCE COMPANY 


77 S.Wacker Drive + Chicago 6, Illinois 


E of Des} Saint. Mr. Stewart has been with Willi 

old Andrew j the company since 1950. Mr. Saint, wae with ye ie ri tie sre 
s formerly | formerly supervisor in New Bruns- ang pension fields for the past 16 
ies. Before | wick, joined Great-West in 1951. years, has been appointed manager of 















































orthwestem the i 
° ° group department of the Bikoff 
American United agency in New York. 
' UNION— . is 
een ela Life Of Virginia ACTI ARIES A 
Ms a William W. Sprouse, associate dis- ¥ 
oegen, ee w. trict manager at Winston-Salem, N.C., 
een a mem- raale ie : . 
37, Bownds has been Since 1956, has been appointed field 
appointed manager ‘raining supervisor for North Carolina. | BOWLES, ANDREWS & TOWNE, Inc. 
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Carling Dinkler, Jr., 
Exec. V. P. 






















Outstanding Sickness & Accident 
INCOME PROTECTION 
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IN ATLANTA 
Dinkler Plaza 
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IN BIRMINGHAM 






































Dinkler - Tutwiler a 

. Non-cancellable, guaranteed renewable to Age 65—at guaran- = 

IN MONTGOMERY | teed premium rates, non-aggregate, no house confinement, = 
Dinkler - Jefferson Davis optional hospital-surgical-medical benefits. Sickness 


Se t : i | _ benefits from one year to Age 65—Accident from 
FI si - = “< ta ay NAT? two years to lifetime. (Also participating - 

. insurance and all types of group insurance! ) 
There’s a Dinkler Motor Inn 


IN ATLANTA 
The Belvedere & ice Rink 






















Expansion program provides openings for 
qualified General Agents in selected areas. 


Lovat Protective Lire INSURANCE COMPAN! | 
BOSTON 15, MASSACHUSETTS 





r 14, 1959 


lished Mi. 
pany’s first 
Sun Life as 
1 1951 ang 
Id training 





. Goodfellow 


.ife 

N appointed 
at Bakers. 

the business 


NAL LIFE 
lich regional 
. He joined 
- as training 
nt superin- 
e New Eng. 
was trans- 
western su- 
He is past 
ssn. of Life 
ors. 


CR LIFE~ 

have been 
n Nieuwen- 
=mphis, and 
a. 


TY LIFE of 
s H. Stevens 

director. In 
as been with 


FE of Indi- 
nald Graham 
Dhio. He has 
1 years, most 
naha. 


LIFE of San 
A. E. Sales 
Obispo, Cal. 
ral agent at 
ve been in 


——— 


dent 


aran- 
ement, — 
ickness 
t from 
ng life 
ance! ) 








fovember 14, 1959 


Security Life & Trust 
forms Mutual Fund For 


Dividend Investment 


WINSTON-SALEM, N.C.—Security 
Life & Trust has established a mutual 
d for investment of dividends of its 
policyholders in common stocks and 
formed companies to manage the 
d and market its shares. 
Certificates of incorporation have 
been obtained from the secretary of 
gate for Investors Management Corp. 
and Security Investors Fund, Inc., both 
in Winston-Salem. 
Tully D. Blair, Security Life presi- 
dent, said letters mailed in July to 
icyholders who were leaving their 
dividends with the company were 
asked if they wanted the company to 
begin placing these dividends in such 
investments as commen stock. The 
result was that more than 30% re- 
quested participation in the program. 
$500,000 In Dividends 
Security Life, he said, found itself 
with more than $500,000 of dividends 
fo invest with an additional annual 
flow of $100,000. 
“To handle a project of that magni- 
tude we decided the wisest thing to 
do was to establish a mutual fund,” 
he said. “The fund will be an open- 
end, diversified and balanced invest- 
ment fund. It will be operated as a 
regulated investment company for the 
tx advantages available to partici- 
pants. It will be established subject to 
the approval of the Securities & Ex- 
change Commission. We are now in 
the process of requesting that ap- 
proval.” 


Limited At First 


At the outset, participation in the 
mutual fund will be limited to Security 
Lif’s present andfuture policyholders, 
and the fund should be in operation by 
Jan. 1., Mr. Blair said. 

Incorporators of Investment Manage- 
ment Corp. are all officers of Security 
Life. Officers have not yet been named. 
from Real Estate To Hardware 

A square block area in Oakland has 
ben purchased for $1 million by 
Woodmen of the World, Omaha. 

Located on the property is the newly 
expanded store of Simon Hardware 
(Co, which has taken a long term lease 
from the insurance firm and will con- 
tinue to operate at the same location, 
acording to Aaron Simon, vice-pres- 
ident of the hardware firm. 

“All this means,” Mr. Simon said, 
‘is that we have gone out of the real 
estate business and are concentrating 
on the hardware business.” 








Discussing plans for greater Boston 
lhited Fund campaign at fund’s Cham- 
bet of Commerce luncheon are Joseph 
4 Erickson, fund president; Robert 

t, president of the Boston chamber, 
id Byron K. Elliott, president of John 
k. The luncheon opened a $10- 
m fund raising campaign. Mr. El- 
tis chairman of the 1960 campaign. 








Lucian R. Lee, 
. assistant actuary of 
Liberty Life, right, 
receives a _ certifi- 
cate of honor as the 
only student to 
achieve a perfect 
score in Health 
Insurance Assn.’s 
basic course in in- 
dividual and fam- 
ily A&S insurance. 
Francis M. Hipp, 
president of Liber- 
ty Life, makes the 
Presentation as 
Richard M. Mcrr- 
mott, ass‘stant di- 


LIFE INSURANCE EDITION 





rector of the company’s A&S depzrtment, looks on. Mr. L-e ws 2monz 124 
stud°nts enrolied in the spring s2:m_st:r of the basic cours, which is part of 


HIA’s education program. 





Frank N. Belgrano 
Dies In New York 


Frank Belgrano, 64, president and 
chairman of Transamerica Corp., died 
of a heart attack whiie in New York 
on business. Born in San Francisco, Mr. 
Belgrano began in banking in 1916 in 
the employ of Banco Populare Fugarzi, 
of which his father was president. In 
1928, he becam2 executive vice-presi- 
dent and controller. The Banco Popu- 
lare Fugazi was the predecessor of 
Bank of America National Trust & Sav- 
ngs Assn., for which Mr. Belgrano 
served as vice-president until 1940. 
From 1940 to 1943, he was president of 
Pacific National Fire, and from 1943 to 
1947 president of Central Bank of Oak- 
land. 


To Portland In 1947 


In 1947, Mr. Belgrano became presi- 
dent of First National Bank of Port- 
land, serving there until 1953 when he 
went to San Francisco with Transamer- 
ica. Between 1934 and 1947, he also 
served as vice-president and director 
of Occidental Life of California. In 
1945, Mr. Belgrano was appointed fi- 
nancial adviser to the high commis- 
sioner to the Philippines, and in 1953 
returned there as head of a survey 
mission for the Mutual Security Ad- 
ministration. 

In 1956, the bank holding company 
law was enacted which in effect pro- 
hibited a bank holding company from 
holding non-banking interests. Mr. 
Belgrano then set up Firstamerica 
and transferred Transamerica’s bank 
holdings to it, along with $20 million. 
In return for that, each Transamerica 
shareholder received equivalent shares 
in Firstamerica. Since then, Transamer- 
ica has concentrated on its insurance 
holdings. 

Indianapolis Life’s field force dur- 
ing October recorded a 5% increase 
in life sales over October of last year. 
Sales for the first ten months of 1959 
were 19% ahead of last year, and 


A&S sales for October were 32% 


ahead of last October. 


Chesapeake Life has been licensed in 
Ohio. 





New Phone Book Of 
Philadelphia Ready 


The Philadelphia Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons 
active in Philadelphia insurance. 
Copies may be obtained for $1:each 
from the National Underwriter Co., 
420 East Fourth Street, Cincinnati 
2, Ohio. 











McGurk Acquires Third 


indianapolis Insurer 


Control of Great Fidelity Life of In- 
dianapolis has been acquired by the 
John McGurk interests, which recently 
also acquired Crown National Life and 
Wabash Fire & Casualty, both of Indi- 
ancapolis. Mr. McGurk, for many years 
Indianapolis general agent of Mutual 
of Omaha, is now serving as president 
of the latter two companies. 

The new board of Great Fidelity, 
which was formed in 1952, includes 
Judge Arch Bobbitt—of the Indiana 
supreme court; Richard T. James, man- 
ager Hoosier Motor Club; John T. Bar- 
nett, with the downtown merchants 
association; Walter York—of Great 
Fidelity; and Mrs. McGurk. 

New officers are Mrs. McGurk, pres- 
ident; Mr. Barnett—vice president; and 
John McGurk—secretary. 

Unofficial information is that the 
McGurk interests purchased 60,000 
shares of the 279,587 authorized, 20,- 
C00 of the latter being registered but 
not issued. It is further understood that 
eventually the company will be merged 
with Crown National, formed a year 
ago, keeping the Great Fidelity name. 

As of the end of 1958, Great Fidel- 
ity had $16,838,737 in force. 


Renew Efforts To Amend 
N. Y. Insurance Law 


(CONTINUED FROM PAGE 1) 
insurer would constitute only a small 
part of the life company’s assets and 
could not possibly be a source of 
danger. 

It is not regarded as likely that so 
important a change in the insurance 
law has a chance of being enacted at 
the 1960 session. What is expected is 
that the question will have the most 
thorough consideration, so that if action 
is deemed desirable it can be sought 
at the 1961 session. 


Could Bring Big Changes 


Since the big majority of all life 
insurance is written by companies that 
have been kept from going into the 
general insurance business by reason 
of doing business in New York, the 
removal of the law’s restraints could 
produce tremendous changes in both 
the life and the _ property-liability 
fields, particularly the latter, because 
of the generally more dynamic and 
aggressive sales methods that are 
characteristic of the life insurance 
business. 

Considerable evidence has been ad- 
vanced to the effect that it is much 
more difficult to develop a general 
insurance broker or agent into an 
effective life insurance salesman than 
to get a good life agent to turn his 
salesmanship talents to the merchan- 





Dollar Values In 
Better Listening, 
Nichols Tells LAA 


Within a few years, one of the first 
steps an employer will take when con- 
sidering a new employe will be that 
of checking the latter’s listening in- 
dex, Ralph G. Nichols, head of the de- . 
partment of rhxtoric of University of 
Minnesota, told members of Life In- 
surance Advertisers Assn. at their an- 
nual meeting in Chicago. 

Mr. Nicho!s said that this index will 
be derived from standard tests of lis- 
tening comprehension already avail- 
able and on the market. There has 
been a realization by management in 
the last few years that there are clear- 
cut dollar valu2s in having employes 
who listen well. 


Four Verbal Skills 


“It is no exaggeration,” he said; “to 
say that the productivity of any or- 
ganization is limited by the efficiency 
of its communicative system. For most 
management personnel between 70 
and 90% of every work day is devoted 
to the four verbal skills of listening, 
reading, writing, and speaking. In- 
creased proficiency in this area is a 
major factor in simplifying the work 
of management,” he continued. 

The dollar value of efficient listen- 
ing in business and industry is stead- 
ily becoming more apparent.*Although 
45% of all verbal communication is 
devoted to listening, the typical Amer- 
ican listens to instructive speech with 
but 25% efficiency, Mr. Nichols noted. 
“Yet recent research shows that most 
of us are even more influenced by 
what we hear than by what we read.” 


C2n Be Improved 


In answer to the question, “Can lis- 
tening habits be improved?’, Mr. 
Nichols told the group the answer is 
definitely “yes.” “We are doing it ev- 
ery day at the University of Minne- 
sota,” he said, “and listening training 
also has been added to the curriculums 
of colleges and universities all across 
the country. Public schools, likewis2, 
have inaugurated listening training 
programs.” 

He said that listening traininz con- 
sists largely of eliminating, or at 
least minimizing, bad habits and re- 
placing them with good ones. The 10 
bad habits he listed are calling the 
subject uninteresting, criticizing the 
delivery, getting overstimulated and 
thinking of arguments against the 
speaker, listening only for facts, when 
good listeners try to get “the gist of 
it—the main idea,” outlining every- 
thing, faking attention, tolerating dis- 
tractions, evading the difficult, sub- 
mitting to emotional words, and wast- 
ing thought power. 

Mr. Nichols concluded by saying, 
“Maybe you’re not a_ professional 
salesman, but at least from time to 
time you have to sell yourself—to your 
employes, to your business associates, 
to your neighbors. Essentially the 
problem is ‘How can you sell yourself 
if you don’t know what the prospective 
buyer wants?’ Good listening is the 
only way to find out!” 


Ralph E. Beard of Fort Wayne was 
man-of-the-month of Midland Mutual 
Life for September. 





dising of fire and casualty coverages. 
In addition, the life companies have 
huge financial resources that would 
enable them to spend as much money 
as good sense might dictate to put the 
sale of fire and casualty coverages on 
a profitable basis. 
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Nobody is geared to sell the great middle-income Life 
Farm ‘“‘Family Insurance Man” 


market like the State 


Almost two-thirds of all Ordinary Life is sold to people 
who earn less than $10,000 a year. Almost one-third 
goes to people who make less than $5,000. 

Consider how the State Farm auto-fire-life agent is 
equipped to serve this vast middle market. 

He is the “un-loneliest” of all agents—already well 
financed by earnings from auto insurance, already known, 
respected and expected in his clients’ homes. 

For many, he is the only insurance man interested in 


their Life business. He has occasion to deliver a highly 


satisfactory auto claim check to one out of three, every 
year. What better climate for raising the subject of life 
insurance? 

We believe our companion line approach and “‘Market- 
ing Partnership” between company and agent is the answer 
to serving this great and growing market. We perform 
time-consuming detail work for the agent. He is freed to 
serve a large volume of modest-income families. He ear- 
nestly seeks this type of business. And among all insurance 


men, he is uniquely able to thrive on it. 


STATE FARM 


INSURANCE 


State Farm Life Insurance Company 


Companion company of State Farm Mutual Automobile Insurance Company and State Farm Fire and Casualty Company. Home Offices: Bloomington, 


IMlinols 








